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What Proportion Boots Vs. Low Cuts 


)HE most debatable point in the mer- 
chandising of shoes for fall is the 
proportion of boots to low cuts. 
What do you think of the statement 
of a New York dress authority when 
she says, “I do not think women will 

ever wear boots again as a feature of dress. They 
may wear smart boots for skating or tramping, 
but as long as skirts are eight inches or more 
from the ground, low footwear will prevail.” 

Balance this statement with the remarks of a 
merchant in a small town in the Virginia hills. 
He said, “There are four reasons why I do not 
look for boots for fall: 

“First, short skirts. 

“Second, time consumed in lacing high boots. 

“Third, trend of fashion and automobiles, for 
the two go together—pretty turn footwear is due 
to the general use of automobiles and is the year- 
round a fair weather shoe; for stormy weather 
the heavier oxford with wool hose, or gaiter or 
the four buckle arctic. 

“And fourth, low shoes because of economy.” 

The RECORDER has suggested time and time 
again that merchants get in the habit of writing 
to certain customers to ascertain future ideas as 
to footwear. When one exclusive shop sends a 
representative to Miami, Fla., just for the pur- 
pose of determining the costumes selected by three 
of the representative women of Boston, you get 
an idea of the importance of the opinions of the 
style leaders of the town. If you are in doubt as 
to low cuts of boots for fall, why not a courteous 
letter to some of the ladies of your business ac- 
quaintance as to what their ideas are on the sub- 
ject. 

It is always dangerous to meddle with percent- 
ages, for no one national average can. be struck 
covering large stores and. small, dry climate and 
wet, hot or cold. 

At the Southeastern Shoe Retailers’ Convention 
it was brought out that over 80 per cent of. the 


demand would be on low cuts for fall. A great 
interest in wool, even in that climate, brought 
out the opinion that oxfords would be the one 
best bet. The strap effects are by no means “pass- 
ing out,” for there is an interest in smart strap 
slippers that will go through another season at 
least. Also there is at least one woman out of 
every three who has not had her satin slippers. 
With the coming dress vogue for black, the satin 
low effect will be a considerable factor of style 
this fall. 

The suggestion by President James P. Orr that 
perhaps a boot season can be encouraged com- 
mencing January 1, 1922, covering the mid- 
months of the winter, is worthy of consideration. 
It is obvious that there will be no boot business 
in September and October, and that the holiday 
weeks will continue the call for slippers and low 
cuts. It is wisdom, therefore, to look upon the 


_coming season with the idea of “getting more 


shoes sold right.” If an extra pair is possible 
through the showing of boots in January, keep 
that thought in your mind until you are ready 
to buy. The minute the sport shoe season is over 
and the whites and combinations are put aside, 
have something on hand in the shape of interest- 
ing straps and oxfords to get the public’s money 
in September and October. It is high time now 
for preparation. 





A Help to Buying 


One of the cleverest stunts for a convention to 
adopt is that of having a round-table on buying. 
At the Atlanta Convention of the Southeastern 
Retailers’ Association R. R. Wilkinson brought 
out an original idea. On the day previous to his 
talk he took a committee of representative shoe 
men around to all the sample rooms. This com- 
mittee had with them.a referee to give final deci- 
sion as to the average importance of the stock 
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selected. By an average line used as a buying 
guide, the small merchant could get some idea as 
to his needs and the larger merchant had but to 
incorporate a few novelty shoes to make the line 
suitable for him. 

The fundamental idea of the selection of shoes 
to illustrate the balanced stock of a store was to 
get the NECESSARY shoes firmly in the minds 
| of the merchants present. You note we use the 
| term “necessary” instead of “staple,” for the lat- 
ter term is now obsolete. 

When it came time for the buying round-table, 
the shoes were lined up on a table and merchants 
were asked to gather right up close, to study 
1 values in style and fitting of each of the shoes 

shown. The footwear stock was divided into three 
departments: men’s, women’s and _ juvenile. 
There was a further classification as to welts, 
7) McKays and turns. And, finally, high heels, me- 

| dium heels and low heels. The leader in each divi- 
sion gave his opinion as to what he thought would 
be good for fall, and then the discussion was 
thrown open to the convention. 

As a result, there was not a merchant in the 
room who did not benefit by the analysis of styles. 
We make this suggestion to the men who plan 
programs for conventions—to allot at least two 


1 hours early in the session for such a study of 
|) “necessary shoes.” 


Much has got to be done in the next six months 
to give the merchant confidence in his buying. 
There is always a “one best bet” in every section 
| of the country. Around this one shoe you can 
gather other good styles. In determining the 
“one best bet” many minds are better than one. 

Where the convention has a double function 
of a business session plus a display of samples 
it is not difficult to get the materials in a diversity 
| of styles, patterns and leathers. Here, indeed, 
1) we have discovered a new instrument of conven- 
"} tion work, and just in time, for “old stuff” at 
4 conventions has been gradually reducing the at- 
tendance. Here we have a practical laboratory 
on buying, and we look for development along 
the lines of analysis of necessary shoes so that 
the merchant can be guided by the opinions of 
his fellows backed up by his own judgment. 





The RECORDER receives many letters from mer- 
chants who want advice as to where to send their 
sons for higher education in the principles of 
merchandising. We commend this interest on the 
part of merchants in the future of their sons 
and also their store protégés. Those young men 
who have the opportunity of finishing a collegiate 
course can go to no better school than the Harvard 
School of Business Administration. There are 


-| also courses in merchandising at practically every 


>} university in America. 
4 We note a strange parallel in the ambitions 
} of the young men graduating in the class this 
1 June, for nearly 80 per cent of them have signi- 
| fied their intention of going into retailing. This 
| is all the more remarkable when you consider that 
many of them are sons of bankers, stock brokers, 
manufacturers and wholesalers. 
What is there that is so interesting to these 
young men who have learned the higher theories 
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of business? We think we have discovered it 
in the personal contact of the merchant with his 
customer and the belief that the independent little 
merchant has a greater opportunity of service and 
a better batting average of success by running 
his own little business in his own way. 

These young men are learning the romance of 
business in the most practical school of “direct 
contact with the public.” One would almost im- 
agine. that young men, after spending eighteen 
years in schooling, would be eager to go into 
banking and the higher gymnastics of finance. 
Their interest in owning their own little store is 
most significant. 

Despite the irritations and thousand and one 
details in the retailing of shoes, the game is a 
fascinating one. It is an open field for clever 
buying and careful selling. It is the business 
closely allied with the comfort and satisfaction 
of the consumer. 

There are a thousand and one things that might 
be said on the subject and all lead up to the re- 
marks made by James P. Orr, when he said, 
“This is a world of evolution: everything goes 
forward; nothing stands still; for standing still 
is going back. Many of us have participated in 
the great forward strides of the past decade. It 
is for us to say what the next decade will bring 
forth. Let’s imbue ourselves firmly with the 
thought that we are trustees of a great industry 
and it is our duty to transmit it to our sons. bet- 
ter than we found it. We can do nothing better 
for posterity ; we can do nothing better for our- 
selves, and when the day’s work is over, and some- 
one else is selected to carry on, let’s have the 
proud consciousness that we have done our best. 
In doing that we will have achieved the largest 
measure of success, and success, after all, is but 
the recognition by the world of service performed 
and duty done.” 





Price Complaint Is Over 


Starting in 1905 the Boot AND SHOE RECORDER 
collected data on the manufacturing costs of a 
man’s shoe, which at that time sold at retail at 
$3.50. The manufacturing cost of this shoe at 


that time was $2.37. In 1908 it cost $2.46; in 
1912, $2.64; in 1916, $3.10; in January, 1918, 
$3.91. In August of the same year the price had 
gone up to $5.06 and in August, 1919, it had 
reached $8.22. The peak was reached about six 
months later, when this same quality of a shoe 
cost $9.80. By August, 1920, the manufacturing 
cost had receded to $7.08. The same shoe today 
can be made at around $5.40. 

Labor prices have risen in about the same ratio 
as shoes. Labor, for instance, in 1905 was 60 
cents, while in 1920 the labor cost was about $1.30. 

In some manufacturing centers there has been 
slight modification of labor prices, but in most 
cities the war-time schedule remains in effect, 
Certain classes of work which during the war it 
was found necessary to put on a weekly pay basis 
have recently been put on a piece basis, which has 


(Continued on page 91) 
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Southeastern Shoe Retailers Convention 


Held at Atlanta and Inclusive of Merchants from Georgia, 
South Carolina, Florida and Alabama 


“There are more size 1, 114 and 2 feet in Atlanta 
than in any other place in the world,” is the chal- 
lenge flung out by the city famous for its Peach Tree 
Street, now minus the trees, but plentifully flavored 
with peaches. This famous street of Atlanta serves 
as the only style runway for the joint convention of 
merchants from Georgia, Florida and South Carolina 
plus the new recruits from Alabama. Every other 
feature was at the Ansley and Piedmont Hotels. 

The convention also is famous for its fifty-fifty line 
up, one-half of the attendance being merchants, the 
balance from the ranks of the traveling men. The 
even split was accented further by one side being 
“eager to sell” with the other side rather “shy on 
buying.” Nevertheless, it was a memorable conven- 
tion. 

Perhaps the keynote of the entire convention might 
be put in one paragraph: “We, the Southeastern Shoe 
Retailers’ Association, reaffirm to the public the 
principle of service upon which our Association is 
founded. Shoes are to-day at a price commensurate 
with the service rendered and in comparison with the 
daily wage of any country in the world, the American 
public is served more economically, in better style 
and fitting and in greater utility. We bespeak the 
return of confidence in the service of the merchant 
to the public for the time has come for a better un- 
derstanding of the economics of business.” 

This message of confidence was likewise the 
principal resolution presented by Dave Rich as chair- 
man of the Resolutions Committee. The other resolu- 
tions were of thanks to the local committee, to the 
speakers, to James P. Orr, president of.the N. S. 
R. A., and to the business papers. This latter resolu- 
tion, “Resolved that all progressive merchants be ad- 
vised as to the necessity of keeping posted on the trend 
of style and ‘how to get more shoes sold right,’ and 
that they become readers of our retail] publications.” 


Real Southern Hospitality 


The energies of Charles P. Brady of Atlanta, presi- 
dent of the Southeastern Association and chairman of 
the Convention Committee, ought to be commended. 
Southern hospitality was all that that term repre- 
sented. There were luncheons, the big banquet, auto 
rides and entertainments, not only for shoe men, but 
for the ladies as well. The attendance of ladies at this 
Convention promises a possible organization of a 
ladies’ auxiliary in the future. 

Over in one corner of the Convention Hall, Jack- 
sonville, Fla., had a display plentifully surrounded 
with Florida moss. The activities of the Chamber of 
Commerce of that city plus the work of the Florida 
boosters, gives to Jacksonville the next convention in 
June, 1922. Two enthusiasts from St. Petersburg, 
Fla., Messrs. Tillinghast and Haynes are planning a 
Sunshine City surprise at the next convention, pro- 
viding it doesn’t rain. (There have been but 57 days 
in ten years when the sun did not shine on St. Peters- 


burg.) 
Jacksonville Captures Two Honors 


Jacksonville also captured the principal office with 
Ridley R. Wilkinson elected as president of the South- 
eastern Retailers’ Shoe Association, together with the 
following official family: Nathan Simon, first vice- 
president; George W. Nickerson, second vice-presi- 
dent; W. E. Watson, third vice-president; Dave Rich, 
fourth vice-president; Mose Straus, treasurer; with 
directors, Messrs. Condon, Tillinghast and Jones, 
newly elected to serve with Messrs. Byck, Clisby, Stell- 
ing, Steele, Miller and O’Connor. The membership list 
of the Southeastern Shoe Retailers’ Association now 
includes the state of Alabama. 

The Convention’s business session opened Tuesday, 
June 7, at 11 a. m., with Charles P. Brady “official 
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encourager.” The invocation was given by Dr, C. B. 
Wilmer and the address of welcome by Hon. James 
L. Keys, Mayor of Atlanta. The significant things 
in his address were “among our many progressive and 
enterprising business men, we have none who stand 
above the men who are in your line of business, both 
in retailing, wholesaling and manufacturing. Inci- 
dental to his talk, he gave an account of his stew- 
ardship as Mayor. 

The response to his address of welcome came from 
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Don’t Duplicate Novelties—Get New Ones 








CHARLES P. BRADY 
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J. K. Ore, Atlanta’s veteran shoe man. Mr. Ore told 
the gathering that in two years more he would round 
out fifty years at one job. He took from his back- 
ground of experience several ideas helpful to modern 
shoe selling. 

President Brady then made all present acquainted 
one with another by asking each delegation to rise and 
be introduced. The vote to include the state of Ala- 
.\bama was unanimous and vociferous. President 
Brady’s address in part follows: 


To-day Is To-morrow’s Yesterday in Style 


Now don’t wait one moment. Decide at this Con- 
vention your line to follow, now and for this fall. You 
know as well as I do the conditions of the market. 
Leather may go up a trifle, but labor will offset this 
small increase unless we follow the factory or its 
representative who says leather is up 5c a foot and that 
means shoes are up 50c. or 75c. a pair! 

It is an insult to your intelligence to be told that 
shoes are not going to be cheaper. However, right 
here I do not want to be misunderstood. Shoes I think 
will come down five to ten per cent in the next six 
months. The ones to come down five per cent are the 
ones that are priced to you to-day on the factory 
capacity output, and the ones to come down ten per 
cent are the ones that are based on to-day’s factory 
production. That is the reason you see such a differ- 
ence in prices on shoes of the same grade. 


Time to Clean Out 


You all know how shoe prices have declined so 
my advice to yo uis to sell all your shoes this fall, 
your carried-over stock as well as new stock at a 
price, based on costs of fall stock plus your regular 
profit. Don’t equalize costs as most have done here- 
tofore by striking an average between January, 1921, 
invoice and fall of 1921 invoice. 

The wise merchant will clean out his oxfords this 
summer and his high shoes before Jan: 1 ‘next year, 





By CHARLES P. BRADY, President 





he should do this even though he makes no net profit 
on the year’s business, for the larger his stock next 
January the heavier his “depreciation” loss will be. 
You will, I am sure, see a downward trend in prices 
for some time to come, although the big drop has 
already occurred. 

I recommend novelties strongly to you both for 
men and women and advise you to play up your nov- 
elties as specials, but don’t duplicate novelties, buy 
new ones. 


People Are “Shopping Around” 


The store which sticks to the old ways of doing 
business is facing difficulties for our buying public 
is composed principally of shoppers, both men and 
women alike. The talk is of a strike against high 
prices, but that does not really explain the public 
attitude, in reality the buyers have become conserva- 
tive and discriminating and must be tempted by spe- 
cials. It can be done and for proof I refer you 
to the retail stores in this and other cities who play 
the game, notice the result. 


The merchant who marks his profit on shoes as he 
did four or five years ago is inviting the sheriff to 
visit him. Mark your shoes close, get your stock in 
shape so that you can turn it over at least four times 
a year for many turn-overs reduce overhead and in- 
crease net profit. 
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THE INTERLOCKIN G INFLUENCES 


The Opening Address Was by Jos. A. McCord of the 
Sixth Federal Reserve Bank, Who Said: 


‘I think our conditions are gradually improv- . 


ing. I believe there is a reasonable cash trade 
going on, and it is far better for the country than 
a great big credit trade. 

Now, how does that affect the shoe dealer? 
Conditions of the whole world affect you locally 
in your particular town. Whatever happens to- 
day in Japan, affects a man in Andalusia, Ala., 
we will say, or in Madison, Ga., or in Orange- 
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burg, S. C. What happens in Germany is felt 
here, you cannot get away from that fact. 

I want to say this, each one of us has got to 
take our medicine. We cannot go along in life 
always on the rosy side. We might just as well 
make up our minds to take our losses and be 
cheerful about it. I believe that 1922 will find a 
good many of the farmers have liquidated their 
indebtedness and that things are coming around 
all right. We want to bring about a liquidation 
as soon as the new crop comes in and get down 
to the bed rock of safety. 

After a rousing welcome James P. Orr, president 
of the N.S. R. A., spoke as follows: 


Stimulus of Keen Competition Methods 


Stand Four Square on Principle of Retailing by Merchants Alone 


By James P. Orr, Pres. N. 8. R. A. 


California had a Pure Shoe Bill before its legisla- 
ture this winter; another one prohibiting the sale of 
corrective shoes and foot appliances excepting through 
chiropodists, and those li- 


make all proper allowances for goods received, when 
we feel that he is doing the best he can; let’s don’t 
quibble too much with minor technical defects; let’s 
don’t hold a stop-watch on 
shipments; let’s never can-. 
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censed by the State. A sim- 
ilar bill was before the Wis- 
consin legislature, also one 
prohibiting the wearing of 
high heels. The high heel 
bill was also before the 
Massachusetts legislature. 

I cannot predict what we 
will face next. If our expe- 
riences of the past few 
years mean anything, there 
Will be plenty doing. No 
one can tell at this time just 
what form it will take, but 
there’ll be something, you 
can rest assured of that. 


A Science of Service 


While our relations with 
the manufacturer are ami- 
cable and friendly, we are 


A Declaration of Public Service 


“We, the Southeastern Shoe Retailers’ 
Association, reaffirm to the public the 
principle of service upon which our Associa- 
tion is founded. Shoes are to-day at a price 
commensurate with the service rendered and 
in comparison with the daily wage of any So meeting him on the 
country in the world the American public 
is served more economically, in better style 
and fitting and in greater utility. We be- 
speak the return of confidence in the service 
of the merchant to the public, for the time 
has come for a better understanding of the 
economics of ‘business.’ 


cel goods except when abso- 
lutely justified by late deliv- 
eries or definite warranted 
conditions. 

What is more natural than 
the fact that when selling to 
retailers becomes unprofit- 
able, the manufacturer will 
become his own distributor ?, 


broadest and fairest 
grounds, we are serving, 
not only his interests, but 
ours as well, and on no 
other basis can business be 
permanently satisfactory. 
There appears to be over. 
the country a concerted 
movement for shorter hours, 
and retailers should hark- 





trying to have him realize 

that retailing is a science of its own, and that his in- 
terests are not best served by entering the retail field. 
We believe that the American shoe has reached its 
present state of perfection through the stimulus of 
keen, competitive methods, which the factory chain 
store would eliminate. We do not fear its competi- 
tion so much as we fear for the future of our craft. 
Our business will grow even as the American shoe con- 
tinues to advance toward perfection. Once such a 
condition ceases to obtain we may look for a gradual 
decadence in our advancement. 

For these reasons, we stand four-square on the prin- 
ciple that the retailing of shoes should be left for re- 
tailers, and that our support be given concerns who 
pursue this policy. . 


Stop the Stop-Watch Methods 


On. the other hand, it is for us to keep the standards 
of retailing high—that there be nothing, unethical er 
unfair in our dealings with manufacturers. Let’s 


en to this. Long hours and 
unsatisfactory working conditions are not conducive 
to the enlistment of intelligent and resourceful em- 
ployees within our ranks, and when we consider that 
the employee to-day is the employer of to-morrow, we 
can well realize the importance of securing employees 
of a high grade of intelligence. We have to keep the 
business progressing and ever moving forward. Our 
stores should be kept attractive with working condi- 
tions as pleasant and congenial as it is possible to 
make them, and the thought should be ever present 
with us that we are building for to-morrow. This is 
a world of evolution: everything goes forward, noth- 
ing stands still, for standing still is going back. Many 
of us have participated in the great forward strides of 
the past decade. It is for us to say what the next 
decade will bring forth. Let’s imbue ourselves firmly 
with the thought that we are trustees of a great in- 
dustry, and it is our duty to transmit it to our sons 
better,than we found it. We ¢an,do nothing better 
for posterity; we can do nothing better for ourselves, 
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Southern hospitality at Atlanta Banquet to Southeastern Shoe Retailers’ Association 


and when the day’s work is over, and someone else is 
selected to carry on, let’s have the proud consciousness 
that we have done our best. In doing that we will 
have achieved the largest measure of success, and suc- 
cess, after all, is but the recognition by the world of 
service performed and duty done. 


World Publicity on Cotton 


The opening address of the afternoon was by Ar- 
thur D. Anderson, Editor of the BooT AND SHOE RE- 
CORDER. In it he recommended that the South take 
advantage of the possibilities of world-wide publicity 
in acquainting people of Europe with the many over 
and under garments that can be made from cotton, 
and that the South might well take its cue from other 
great sections of the country who cooperatively adver- 
tised their products. He differed with Mayor Keys 
and said that there would be no “economic peonage”’ 
in the South. He followed up with suggestions on 
“increasing your buying expense at a time when the 
right style bought is half sold” and suggested that ali 
merchants swing around the style show circuit this 
July. 

Carry Stock for Profit 

J. O. Steele, Atlanta, Ga., spoke on stock turnover 
and said: “My idea of good merchandising is the 
practice of making a profit and the carrying of only 
those lines that do it. Keep a record of what each 
member of your sales staff is costing you. I figure 
that selling on the floor should not cost over 6 per cent. 
A salesman should be also rewarded for other factors 
than just the getting of dollars and cents. The service 
rendered to make the customer return should be com- 
pensated.” 


How to Combat the 


The Answer Is Service 
By Werner 8S. Byck, 


The idea that there is a great amount of business 
that would ordinarily come to you, but is diverted to 
these houses, is very much overdrawn, and I refer 
more especially to the better class of stylish footwear 
that is sold in the cities and larger towns. I venture 


T. C. Mirkil, Secretary Commissioner of the N. S. 
R. A., gave a survey of the work of the National As- 
sociation. He was followed by A. Lamar Ray of At- 
lanta on the benefit of good show windows. 

Successfully advertising a retail shoe store was the 
subject covered by Harvey Clopton of Atlanta, who 
was followed by W. L. Schell on the hosiery depart- 
ment as a profitable adjunct of the retail shoe store. 
The compensation to retail shoe salespeople was the 
topic by W. D. Lever, Jr., of Columbia, S. C. 

Upon adjournment the delegates left for an auto 
ride around Atlanta. Immediately upon their re- 
turn they were brought to the banquet hall at the 
Hotel Ansley. After a real southern dinner Presi- 
dent Brady introduced Frederic J. Paxon as toastmas- 
ter. Col. Paxon did the honors and had as speakers 
of the evening President James P. Orr, president of 
the N. S. R. A., and Arthur D. Anderson, president of 
the BooT AND SHOE RECORDER. After the mammoth 
cigarettes, served by K. M. Stone Importing Co., a 
minstrel show wound up the evening. 


The Features on Wednesday 


Wednesday’s session had as its principal feature 
“buying footwear under present conditions and how 
to select styles.” R. R. Wilkinson of Jacksonville, Fla., 
was assisted by Oscar Thompson of Atlanta, A. Lamar 
Rae of Atlanta, and Nathan Simon of Macon. This 
feature of the Convention, with its round-table dis- 
cussion, will Fe illustrated and run in the next issue 
of the BOOT AND SHOE RECORDER. 

Then followed the address by J. H. Willinsky of 
Atlanta on “Making the Findings and Repair Depart- 
ment Pay Your Rent.” 


Mail Order House 


and a Style Period 


Atlanta, Ga. 


to say that there is less mail order business to-day in 
the footwear lines than in the past five or ten years 
unless in out of the way places and the reasons are 


very apparent. 
When it comes to the medium grade and more stap!e 
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lines that may be sold in the smaller towns or coun- 
try stores, there may be some foundation in the com- 
plaint against the larger mail order houses of Chicago 
and other western and eastern cities, and yet if the 
shoe stores or departments in those towns would give 
the matter sufficient thought they can hold that trade 
at home. 

Staples Only by Mail Order 


It is natural that the large mail order houses buy- 
ing the more staple lines or work shoes, in very large 
quantities or make them up in their own factories, buy 
them cheaper than the merchant who doesn’t feel that 
he can buy them in more than twenty-four or thirty- 
six pair lots, but the cost of handling and operation 
and printing catalogues is considerably more than you 
would think, and they have to make a profit on them 
just the same over their operating costs. 

Therefore if the smaller store will give sufficient 
time and thought to those purchases, in the selection 
of kinds, shapes and qualities, they can successfully 
compete with them. The expense of operating a store 
in the smaller towns, where*the mail order houses get 
their business, is so much less than in the cities that 
a percentage of 20 per cent of the selling price would 
still allow you to retain a profit and get business that 
would ordinarily go out of your town. Most of you 
know the class of people who order goods that way and 
know the kinds of shoes they want, so, in those styles 
and kinds if you select neat styles and good wearable 
qualities and sell them reasonable, it won’t take the 
people long to find out that it will be better to buy 
from you than to send mail orders to the West. Should 
the shoes not fit or wear, you are the man to make 
it right instead of their writing letters of complaint 
and sending the shoes back for exchange at an addi- 
tional expense and loss of time. 


Keep Stylish Shoes in Vogue 


Then when it comes to the larger cities and towns 
where the newer and more stylish kinds are sold, it 
has been customary in the past for the larger retail 
establishments to get out expensive and more elaborate 
catalogues and send them to our best clientele, because 
you know in all cities and towns there are lots of 
people who think if the shoes come from Chicago, New 
York or Philadelphia, they are better or more up to 
the minute. But I am happy to say that there is less 
of this done nowadays than for many years past and 
the reasons are obvious. In the past two years the 
styles have been so varied and many and changed so 
often that it prevented any store, mail order house or 
otherwise from buying in quantities what they 
previously were accustomed to, for they were afraid 
that the style would go back, or become “passé” and 
that they would be left on hand to dispose of at any 
old price. 

High Rate of Exchanges 


To give you a concrete example that the better 
houses in the big cities are giving up the mail order 
business or gradually getting away from it. I was 
called to Chicago about the middle of April to attend 
the directors meeting of the N. S. R. A., and as I 
am acquainted with nearly all of the big retailers, I 
called on a number of them, one of them, probably the 
largest in this country, was showing me around his 
store, offices, etc., and explaining his systems, when 
we came to the mail order department, he called my 
attention to the huge pile of packages that came in 
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that morning from his out-of-town customers by par- 
cel post and express for exchange or return as the 
case might have been. He explained that it was a 
nuisance and there was no profit in it any more, for 
more than half of the goods they sent out were re- 
turned because they did not fit or the customers 
thought they were different than they expected. So 
many came back soiled that they had decided to go 
out of the mail order business and would not issue 
any more catalogues. I said, “but you still will adver- 
tise in such periodicals as Vogue, Harpers, Ladies 
Home Journal, etc.” He said, “yes, they probably 
would, but that was just to keep them before the 
people and would come under their legitimate adver- 
tising appropriation.” I said, “you frequently had 
illustrations in those ads and would they not bring 
mail orders?” He said, “yes, they doubtless would, 
but they had decided that when the orders came in, if 
they had the ‘exact size and width,’ they would fill 
the order and if they did not, that they would return 
the money and would not have them specially made.” 


Four Seasons of Style 


Then again business is different than formerly in 
this way. In days gone by there were two seasons, 
spring and fall, and whatever was bought we felt that 
we had at least six months to sell them. Now, to-day, 
the man who wants to keep abreast of the times buys 
for spring, for summer, for fall and for winter, there 
are four distinct and different seasons and purchases, 
kinds and styles, as well as quantities must be figured 
on as never before. 

Therefore, as we have to work or operate differently, 
it behooves every up-to-date retailer to give thought 
to detail his business ahead of the season, so he gets 
his goods in early and as soon as they come in, begins 
duplicating the sellers and starts all over and plans 
for the next season of three months. 

To my mind what seems to bother most retailers in 
the cities and larger towns is not the mail order 
houses, but the large retailers of New York, Boston, 
Philadelphia and Baltimore, who send traveling men 
with lines of footwear (and other merchandise) 
throughout our country, who stop at our finest hotels 
and solicit orders from our own trade. 


The Itinerant Collector of Orders 


Some retailers strenuously object to this invasion, 
and want to have ordinances passed prohibiting them 
from taking orders out of our cities. I must admit 
that I do not object to these itinerant traveling men; 
on the contrary, I rather welcome them, for they only 
educate our customers as to what is stylish, and as 
they have to charge from $5 to $10 a pair more for ; 
them than we do. The customers then come down to 
our stores and buy from us instead. Of course they 
get some business, but the customers are troubled so 
much when the shoes do not fit (and half of them or 
more don’t) that the trouble and expense of returning 
them is such, that from my personal observations and 
what is told me, these traveling men don’t sell half 
or a third of what they did some years back. 

These observations are taken at the hotel where I 
live and where most of these traveling representatives 
stop, and I know I am right, for some of our best 
dressed women have told me that they have been up 
to see the lines of samples, but'as the styles are no 
different, or not as pretty as our retailers are show- 


(Continued on page 99) 
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Federal Shoe and Leather. Report 


Abnormal Conditions Caused High Prices. 
Buyers’ Strike Terminated Price Advance. 


WASHINGTON.—Abnormal conditions of supply and 
demand arising from the war, both economic and 
psychological, are ascribed as the cause of high prices 
of shoes in 1918 and the “great increase” in those 
prices in 1919, by the Federal Trade Commission in 
its long awaited shoe and leather report covering the 
years mentioned, which was sent to the House of Rep- 
resentatives on Saturday, June 11, in response to Reso- 
lution 217, 66th Congress, introduced by former 
Representative William L. Igoe of St. Louis, Mo. 
While the Commission establishes the law of supply 
and demand as the basic reason for the prices, it does 
not allow tanners, shoe manufacturers, wholesalers, 


ment costs—a policy inconsistent with that applied in 
1919, while prices were advancing.” 

The report takes into account in a casual: way the 
fact that tanners and shoe manufacturers earned 
smaller profits or sustained actual losses in 1920, due 
to changed conditions, but adds that in any event “the 
present prices of hides and skins and the conditions 
existent in these phases of the industry justify an 
expectation of still further Goctines in quoted prices 
of leather and of shoes.” 

“In its letter of transmittal the iaaicailiaas points 
out that the resolution directed an inquiry into cost 
prices and sale prices of manufacturers and retailers 

for the years 1918-1919, and the 





jobbers and retailers to escape 
without rather sharp rebuke at 
some point in the voluminous re- 
port, which, in addition to a let- 
ter of transmittal, consists of a 
summary and. eight large chap- 
ters, together with an appendix. 
The report says large margins 
of profits were taken by the in- 
terests mentioned. 

The “buyers’ strike” in the 
spring of 1920 is pointed to as 
the agency that finally termin- 
ated the advance in prices. It 
is stated that the failure of 
leather prices and shoe prices to 
decline as extensively as did high 
prices after the “buyers’ strike” 
is attributed to two principal 
facts. The first named is that 
other costs had not declined as 
much as had raw material costs. 
Secondly, it is stated that the 
failure of leather and shoe prices 
to make a proportionate decline 
was due to “an apparent tend- 
ency to base selling prices on 
actual, rather than on replace- 
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necessity for increases in prices. 
An analysis of conditions, it is 
stated, required an inquiry into 
the leather industry also. 

“During 1919, prices of shoes, 
leather and hides increased more 
than in any year of the war 
period, 1914-1918,” the report 
says. “In 1920 a corresponding- 
ly rapid decline in prices of 
hides seems to have been accom- 
panied by a somewhat less rapid 
and less extensive decline in 
leather prices and by a still 
smaller decline in retail prices 
in shoes. It should be noted that 
the present report, as directed 
by the resolution, covers prin- 
cipally the years 1918, and 1919, 
when prices were increasing and 
that very different conditions ex- 
isted in 1920, when prices were 
declining. 

“Supply and demand: While 
the average imports of hides 
and skins ‘in the fiscal years, 
1913 and 1914, prior to the war, 
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were 566,633,688 pounds, imports for the fiscal year 
1918 were only 432,615,693 pounds, and for the 
fiscal year 1919 only 448,151,726 pounds. Since the 
greater part of the hides and skins tanned in the 
United States come from foreign countries these de- 
clines in imports in 1918 and 1919 represented an im- 
portant decrease in available supply. At the same 
time, there was an increased demand for hides and 
skins in 1919 in anticipation of large, foreign and do- 
mestic orders for leather and shoes. Goatskins and 
cealfskins in particular, were accumulated in large 
quantities by tanners. Between February 28 and Au- 
gust 31, 1919, tanners’ stocks of goatskins increased 
from 3,497,039 pieces to 19,639,459 pieces on March 
31, to 2,505,396 in December 31, 1919.. In spite of 
these increases in raw stocks, tanners increased their 
leather production in 1919 only very slightly and not 
enough to offset increased leather exports, leaving a 
domestic supply inadequate to increase in domestic 
demand. Similarly, the supply of shoes in 1919 was 
inadequate to increases in production, which were 
slight and barely equaled increases in exports. That 
there was not only an unusually strong domestic de- 
mand for shoes in 1919 but also a marked shift in de- 
mand to the higher quality grades in spite of the great 
increase in price as was indicated in the reports from 
the shoe trade. 


“Costs: Another important factor in the increase 
in prices was a general increase in the costs of pro- 
duction, wages and supplies and general expenses in- 
creased at every stage of production and distribution. 
The most important factor, however, was the increase 
in the cost of materials, namely, hides and skins for 
the tanning industry and leather for the shoe industry. 
In the tanning industry typical costs of sole leather 
production increased 5.7 per cent from an average oi 
44,2 cents a pound in 1918 to 46.7 in 1919; of upper 
leather 32 per cent from 35.7 cents a square foot in 
1918 to 47.1 cents in 1919, and in kid leathers 20 per 
cent from 33.4 cents a square foot in 1918 to 40.1 
cents in 1919. In the shoe manufacturing industry 
average increases in typical costs per pair in the fall 
of 1919 over the spring of 1918 ranged between 18 
per cent and 72 per cent for men’s shoes; between 19 
per cent and 45 per cent for women’s shoes, and be- 
tween 7 per cent and 55 per cent for other shoes. In 
the wholesaling and retailing of shoes, while there 
were little or no increases in operating expenses per 
pair of shoes sold, there were notable increases in 
cost prices to the dealer resulting from the increased 
selling prices of manufacturers. 


“Prices: With the short supply, increases in costs, 
and extremely active demand, there occurred a rapid 
advance in prices during 1919. Average prices of 
packer cattle hides on quotations in trade papers in- 
creased over 100 per cent, from 25 cents a pound in 
February, to 52 cents in August; average price of calf- 
skins increased 82 per cent, from $5.38 a skin in Feb- 
ruary, to $9.18 in August, and average prices of goat- 
skins increased 70 per cent, from 90 cents a pound in 
February, to $1.53 in December. During the rise in 
hide prices, leather prices were quick to reflect the in- 
creases, indicating that tanners were selling on a re- 
placement basis. Prices of sole leather based on trade 
paper quotations and tanners’ reports, increased 24 
per cent, from 54 cents a pound in February, to 67 
cents in August; upper leather prices increased 105 
per cent, from 41 cents a square fdot in February, to 
84 cents in August; calf leather, 95 per cent, from 56 
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cents a square foot in February, to $1.09 in August, 
and kid leather, 108 per cent, from 72 cents in Febru- 
ary, to $1.50 in September. While the peak in hide 
and leather prices came generally in the summer and 
fall of 1919, prices of shoes continued to increase un- 
til the spring of 1920. Average retail prices of a 
group of shoes selected as typical from those reported © 
by retailers were $7.88 in 1918, $9.88 in 1919, and 
$12.75 in the spring of 1920, representing an increase 
of 25 per cent in 1919, over 1918, and of 29 per cent 
in 1920 over 1919. 

“Profits: Incident to the high prices prevailing in 
1918 and 1919, were large profits earned by tanners, 
shoe manufacturers, wholesalers and retailers. Earn- 
ings of 89 tanners of shoe leather, whose production 
in 1918 was about 65 per cent of the total production 
as reported to the Commission, were 13.1 per cent on 
investment as represented by capital stock and surplus 
and borrowed money, in 1918 and 29.8 per cent in 
1919. Of these tanners the earnings of 22 companies. 
tanning kid leathers, with production of 1918 about 
70 per cent of the total reported kid leather produc- 
tion, were greatest, averaging 26.8 per cent on invest- 
ment in 1918 and 81 per cent in 1919. Earnings of 
341 shoe manufacturers, with output in 1919 repre- 
senting about 62 per cent of the total output shown in 
the Census of 1919, were 16.2 per cent on investment 
in 1918 and 29.8 per cent in 1919. These large in- 
creases in earnings of tanners and shoe manufacturers 
were due primarily to the fact that their selling prices 
increased out of all proportion to the increases in their 
costs per unit of production with a resultant enhance- 
ment of their margins of profit per unit. Earnings 
of 32 typical shoe wholesalers and jobbers averaged 
about 22 per cent on investment in 1918 and about 31 
per cent in 1919; earnings of 46 typical shoe retailers 
averaged about 25 per cent in 1918 and about 32 per 
cent in 1919. These earnings, like those of tanners 
and shoe manufacturers resulted from wide margins 
of profit taken on each shoe sold. The increased earn- 
ings in 1919 were due to the fact that selling prices in- 
creased by greater amounts and percentages than did 
costs. 

“Effect of the ‘buyers’ strike’ in 1920: While the 
Commission has not undertaken a study of costs and 
profits in the year 1920, on the basis of examination of 
books of account, the indications are that tanners gen- 
erally incurred losses in 1920 and that shoe manufac- 
turers generally either incurred losses or made only 
small profits. This resulted from the rapid decline in 
this year and the consequent heavy depreciation of 
inventory values. These declines seem to have been 
brought about principally by an abrupt and wide- 
spread decrease in demand for shoes in the spring of , 
1920, attributable to the continued advance in shoe 
prices. At the same time, there was a falling off in 
export demands for shoes and leather, due to the ship- 
ping difficulties and unfavorable rates of exchange. 
The first effect of this slackened demand was a wide- 
spread cancellation by retailers of orders placed with 
shoe manufacturers and the selligg of shoes at reduced 
prices through clearance sales conducted by retailers, 
wholesalers and manufacturers in the early summer. 
With the exception of these sales, however, the reduc- 
tion in retail prices of shoes during the remainder of 
1920 was slight as compared with the marked decline 
in prices of hides and skins. Tanners and shoe man- 
ufacturers responded to the situation by partial, and, 
in some cases, total suspension of production. 

“Conclusions: The high prices of shoes in 1918 















|} evidently a profitable one.” 
} figures showing production of calf and kid leathers 
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and the great increase in those prices in 1919 appear 
to have been the result of abnormal conditions of sup- 
ply and demand arising from the war, which were 
both economic and psychological. Incident to these 
conditions were large margins of profits taken by tan- 
ners, shoe manufacturers, wholesalers and jobbers and 
retailers. The failure of leather prices and shoe prices 
to decline as extensively as did hide prices after the 
‘buyers’ strike’ may be attributed (1) to the fact that 
)} other costs had not declined as much as had raw ma- 
} terial costs, and (2) to an apparent tendency to base 
selling prices on actual rather than replacement costs 
—a policy inconsistent with that applied in 1919 while 
| prices were advancing. In any event, even though 
} tanners and shoe manufacturers earned smaller profits 
4 or sustained actual losses in 1920 due to changed con- 
} ditions which are not dealt with in this report because 
}} the inquiry was closed with the end of 1919, the pres- 
)} ent prices of hides and skins and the conditions ex- 
istent in these phases of the industry justify an ex- 
pectation of still further declines in quoted prices of 
leather and of shoes.” 

The inquiry included (1) the price trends of hides, 
}} leather and shoes from 1913 to 1920, with particular 
)} reference to prices in the years 1918 and 1919; (2) 
production, consumption, and stocks of hides, leather 
and shoes in 1918 and 1919; (3) costs and profits per 
unit of production and for total business of tanners, 
)|} shoe manufacturers, shoe wholesalers and jobbers, 
)) and shoe retailers during 1918 and 1919, and (4) gen- 


)} eral conditions in the hide, leather and shoe industries. 
|} Most of the information upon which costs and profits 
7} in the report are based was obtained through schedules 
sent to 262 tanners of shoe leather, 1085 shoe man- 


ufacturers, and 133 shoe dealers (wholesale and re- 
tail). In addition, however, the books of 26 shoe man- 
ufacturers were examined by accountants of the Com- 
"| mission for data on the production costs of 259 types 
+} or grades of shoes, while data on production and stocks 
|| of leather were obtained through additional schedules 
>} sent to 531 tanners. Other data, including informa- 


"} tion with regard to general conditions, were obtained 


)} through interviews and from published sources. 
Dealing at some length concerning leather produc- 
tion over and above material carried in its letter of 
transmittal, the Commission report says that as long 
} as hide prices were advancing, that is, during a large 
>} part of 1919, and leather was being sold on the re- 
} placement basis of these advancing hide prices, the 
'} policy of the tanners of accumulating hide stocks ‘“‘was 
This assertion follows 


‘} by companies reporting to the Commission was 


) 121,325,488 square feet in 1917; 116,613,246 in 1918 


and 155,489,632 in 1919. Production of goat leathers 
was 244,468,203 square feet in 1917; 210,289,887 in 
1918 and 253,134,038 in 1919. Total shoe leather pro- 
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duction (including sole leather production reduced 
from pounds to feet by an estimated conversion ratio) 
for the 319 companies was 1,345,713,521 square feet 
in 1917; 1,138,062 square feet in 1918 and 1,507,531,- 
135 square feet in 1919. 

Tanners’ large purchases of hides and skins, the 
report says, tended to force prices upward while the 
delay involved in making the raw stock into leather 
enabled them to sell most of the leather sold in 1919 
on a basis of much higher hide and skin prices. In 
addition, it is asserted, the increases in leather pro- 
duction in 1919 were more than offset by increases in 
leather exports with the result that there was a short- 
age of leather and a consequent further enhancement 
of leather prices. 

“Whether or not tanners could have increased their 
production more than they did,” the report continues, 
“it is apparent that their policy of purchasing addi- 
tional raw stocks without a corresponding increase in 
leather production accentuated the advance in prices 
of hides, leather and shoes in 1919. That they would 
have had no difficulty in marketing more leather if 
they had produced it is shown by the fact that their 
stocks of shoe leather were declining in 1919. Total 
calf and kid leather stocks of 276 tanners reporting 
to the Commission declined from 24,461,025 square 
feet on December 31, 1918, to 12,963,352 square feet 
on August 31, 1919. Total stocks of kid and goat 
leathers declined from 27,368,462 square feet on De- 
cember 31, 1918, to 8,515,410 square feet on July 31, 
1919. Toa lesser extent stocks of sole, side upper and 
sheep and lamb leathers declined also during the first 
six months of 1919. 

“Total shoe production in 1919 indicated by pre- 
liminary Census statements was 329,528,900 pairs as 
against 292,666,500 in 1914. Shoe production, as re- 
ported to the Commission by 559 companies increased 
in 1919 over 1918, but this was by an almost equal in- 
crease in exports. Shoe production of these com- 
panies in 1917 was 259,910,660 pairs; in 1918, 250,- 
743,832 pairs, and in 1919, 259,361,411 pairs. Shoe 
exports totaled 14,843,208 pairs in 1917; 13,197,020 
pairs in 1918, and 21,354,537 pairs in 1919. Thus, 
while exports increased 8,157,517 pairs from 1918 to 
1919, production increased 8,617,579 pairs. 


‘While the increase in shoe exports in 1919 was 
large enough to offset the increase in shoe production 
in that year it fell far short of the anticipated volume 
of exports which apparently had been responsible in 
a large measure for assimilations of hides and specu- 
lation in leather. Although exports of shoes in 1919 
were over 100 per cent larger than those in 1913, 
they were only slightly larger than the 1916 exports 
and were not, apparently, of sufficient volume to rep- 
resent the demand that forced prices of hides, leather 
and shoe to unprecedented levels during 1919.” 


Business Being Stimulated by Gradual Depletion of Stocks, but Real Pros- 
perity Awaits Resumption of Export Trade—Tanners Council 
Figures Not to Be Included in Trade Commission Report 


WASHINGTON, June 13.—Analysis of business and 
economic conditions throughout the country as com- 
pleted by Archer Wall Douglas, chairman of the Com- 
4 mittee on Statistics of the Chamber of Commerce of 
' the United States, in his semi-annual report showed 


that the purchasing power is still high, despite many 
untoward conditions, and there is still money to .be 
spent where bargain prices are in evidence. 
He has found that the slow progress of business 
gets its chief stimulus in the gradual depletion of 
(Continued on page 98) 
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Chicago Show Unusually Important | 


Affords Opportunity to Study Style and Formulate Buying Policy 
at a Time When Merchants Cannot Afford to Overlook 
These Guideposts to Success 


Chicago, June 14.—Whether or not a merchant needs 
shoes for at once delivery, he needs to know all he can 
possibly learn about styles, prices and general con- 
ditions in the industry. 

Women’s shoes have been in the millinery class, so 
far as rapid style changes are concerned, for a num- 
ber of years. All the while the pace is becoming 
swifter and swifter. It is practically impossible for 
any merchant to remain con- 


done to further their own interests as well as of the 
interests of the industry at large. 


Travelers Are Ready 


Joseph Kalisky, president of the Chicago Shoe 
Travelers Association, and his corps of able assistants 
have made elaborate arrangements for the entertain- 
ment of the merchants who will visit Chicago during 
the exposition week. 

The Sherman Hotel is well 





stantly in his own bailiwick and 
successfully conduct a retail shoe 


COVINA 


fitted to entertain the exposition 





business. 
Style Competition Is Keen 


Only by getting in contact 
with various lines is it possible 
for him to determine style trends 
and safe buying methods. Shoe 
manufacturers are competing on 
style. Each fellow is trying to 
go the other one better. The 
game is rapid and success comes 
only through carefully watching 
every play. 

Men’s footwear is_ follow- 
ing the lines laid down by 
women’s footwear. The style 
program on men’s shoes is be- 


CHICAGO MERCHANTS TO 
PLAY THE HOST 


At the weekly luncheon the Chi- 
cago Shoe Retailers held Tuesday 
noon, June 7, at the Palmer House, 
a resolution was adopted that the 
Chicago Shoe Retailers extend an well. 
invitation to all visiting members 
of the Illinois Shoe Retailers’ As- 
sociation to attend a luncheon in 
their honor to be given on one of 
the three days during which the 
Illinois Association is in conven- 
tion. No definite date was set. 


and the convention of the Illinois 
Retail Shoe Merchants, which 
will be in session at the same 
place and the same time. The 
convention of the Illinois mer- 
chants will be held July 5, 6 and 
7, while the exposition will re- 
main open the following day as 


A Message from Frank P. Meyer 


In connection with this con- 
vention, Frank P, Meyer of Dan- 
ville, president of the Illinois as- 
sociation, has sent out the fol- 
lowing open letter: 


Displays on Several Floors 





coming an exceedingly impor- 


AONUMA 





tant factor in laying out a sea- 
son’s buying program. 


Price Competition Important 


Shoe manufacturers and shoe wholesalers are back 
to a basis of price competition. No longer are de- 
liveries the deciding factor. True, deliveries are an 
important factor and must be considered, but under 
the present conditions, with the public demanding the 
greatest possible value for the dollars they spend, price 
is a big thing. 

Look over the list of the representative factors 
shown on another page that will have displays at the 
Chicago National Shoe Exposition to be held at the 
Hotel Sherman July 5 to 8. Then consider where 
else under the sun a more comprehensive idea of what 
will be safe and desirable to buy can be found than at 
this great show. 


Close Contact with Many Lines 


Contact with the representatives of these various 
lines will give the merchant a clearer vision of con- 
ditions as they exist in the industry than he could ob- 
tain by a week’s travel and the expenditure of a large 
sum of money. : 

Manufacturers are facing some weighty problems 
and the co-operation of retail merchants is necessary 


to their solution. The exposition furnishes an oppor- 


tunity for merchants to get before the representatives 
of the manufacturers their ideas of what should be 


“Our coming convention is go- 
ing to set a mark for all future 
conventions. The Chicago Shoe Travelers are to hold 
their Style Shoe in conjunction with the convention. 
Several floors will be occupied with style displays of 
the latest, the nobbiest and most complete lines of 
shoes ever shown. 

“The Chicago Shoe Travelers have become past 
masters in the art of fine shoe shows, and this show 
will offer opportunities for education along style lines 
that no shoe men can afford to miss. Past experi- 
ences have taught us that these shoe travelers not only 
know how to put on a style show, but that they are 
royal entertainers as well. 


Prominent Merchants to Talk 


“Our retailers’ Convention program is perfected and 
surpasses all past programs in both entertainment and 
educational features. The big bugs of the game are 
on the program. James Potter Orr, our National 
President, C. E. Williams, the shoe solon of Missouri, 
and J. J. Jackson, the mighty man from Michigan. 
Julius A. Goldberg, the Beau Brummel of the Chicago 
shoe sellers, will diffuse style sidelights, and John 
O’Connor will be there to add dignity to the proceed- 
ings. Not a lonesome moment will be forced upon 
you. There will be no tiresome talks; all shoe dis- 
cussion will be of the open forum type where al] the 
bright lights of the game will be given a chance to 
shine. 
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New store opened by Cavanaugh & Meyer in Danville, Ill. 


June 18, 1921 


This is one of the best planned store fronts in the 


Middle West. Twin entrance doors permitted the installation of an additional show case. Interior fixtures are 
in the Adam period—durable and highly artistic 


“Style Always Talks” 


“There will be much style talk and style always 
talks. This is to be no clannish or partisan affair; all 
the world is invited. 

“The shoe business is passing through the most 
critical period in its history. The success of its future 
teeters in the balance, and it is up to you and me to 
maintain that balance. These conventions are our 
colleges of shoe business education, and our individual 
welfares demand that we attend and acquire all pos- 
sible knowledge. 

“Chicago is the ideal convention city, so situated 
that it is easily accessible from every point. All roads 
lead there and there is always a train waiting to take 
you away when you are there. The Sherman House, 
the home of the convention, is one of the finest hotels 
in the city, centrally located and easily reached from 
any other hotel. No matter where you stop you are in 
short walking distance of convention headquarters. 

“Again, shoemen of the world, we extend to each 
and all an invitation to come early. and stay late to our 
big coming Illinois Shoe Convention, July 5, 6 and 7.” 


Co-operation Urged with Wholesalers 


Now that the transitory period as related to the 
shoe business is coming to a close, a retrospect shows 
certain predominant facts that have developed and 
stand out very. clearly, These facts do not reflect as 
‘clearly to some as to others, depending more particu- 








larly on the relation and position of the person re- 
flecting. 

One fact that stands prominently above all others, 
and that has been emphasized on account of condi- 
tions, is the lack of co-operation between the whole- 
saler and retailer. This fact is also recognized by 
leaders in other lines. 

Recently the Chicago Tribune contained the follow- 
ing notice: “Plans to bring the bankers and their 
customers closer together will be one of the main 
points of discussion at the Illinois Bankers’ Associa- 
tion’s thirty-first annual convention at the Congress 
Hotel, Friday.” The adage, that “in union there is 
strength” is as inviolable to-day as ever. Heretofore 
there has been too great a tendency for one to live 
within his own sphere, conduct his own business, and, 
if he made a profit, to glory in the fact that he was 
a capable business man. Too often he failed to recog- 
nize the wonderful possibilities that were his for the 
asking, if he had shown the proper disposition toward 
co-operating in some measure with those with whom 
he did business. 


Advantage of Knowing the Wholesaler 


A retailer will pride himself on the fact that he is 
personally acquainted with ninety per cent of his trade 
—a wholesaler will do likewise—a manufacturer the 
same. Yet how few recognize that there should be an 
unbroken bond of mutuality and friendship in the 
other direction; namely, the retailer should be per- 
sonally acquainted with the Wholesaler. should ‘Have 
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confidence in him and his judgment 
and should recognize that since the 
wholesaler is in constant touch 
with hundreds, or even thousands 
of retailers each and every day, he 


is at the head of a source of infor- © 


mation that no one retailer could 
possibly obtain. 

We also find that during the re- 
cent period of adjustment many ac- 
counts that have been capable of 
discounting their purchases, or at 
least meeting them at maturity, 
have been seriously handicapped for 
ready cash and have not been able 
to avail themselves of discounts nor 
at times be prompt in their pay- 
ments. The result has been that 
the demands made upon them by 
wholesalers have been very unwel- 
come. 


Pride in Financial Stability 


It is human nature for a business 
man to pride himself on his finan- 
cial stability. Particularly is this 
true if he has been a discounter for 
some time past. But when an ex- 
traordinary period comes and he is 
not in position to carry on his busi- 
ness as formerly, it hurts his pride 
to have demands made by creditors. 
The. broad-minded retailer who 
recognizes the interest that the 
wholesaler has in him at once for- 
wards a reply and arranges for pay- 
ment of his obligation, but too often 
the retailer becomes resentful and 
feels that he is being imposed upon. 
The wholesaler being without a re- 
ply to either the first, second or 
possibly the third letter, is entirely 
“at sea,” and finally resolves to 
collect the account through channels 
that he knows will bring results. 
This is extremely harmful to both 
parties concerned. The wholesaler 
loses a customer—the retailer 
changes lines and swears that never 
again will he do business with such 
a firm. 


Trouble Which Could Have Been 
Avoided 


The fact is that all of this un- 
pleasantness is absolutely avoid- 
able. If the retailer will take a 
personal interest in the welfare of 
the wholesale house, he will find 
a corresponding disposition from 
the wholesaler who recognizes a di- 
rect interest in his customer. If an 
extension of a reasonable time is 
requested, I dare say it would be 
granted without argument. If the 


proper spirit of fraternalism is — 


maintained, it will aid materially in 
the development and building up 
particularly of the retail shoe busi- 
ness. It will avoid any unpleasant 
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experiences—it will help to conserve 
merchandise—it will assist the re- 
tailer to conduct his business on a 
greater turnover and prove itself 
worthy of the effort. In social life 
we are quick to sympathize with 
one in trouble—we should feel just 
as kindly in a business way as we 
would socially. Let us therefore 
keep in mind that by a spirit of 


FRANK P. MEYER 


President of the Illinois Shoe Retailers’ 
ssociation 


JOSEPH KALISKY 


President of the Chicago Shoe 
Travelers’ Association 


unity and co-operation we can all 
assist materially in the development 
of our business. 
A list of Chicago exhibitors is as 
follows: 
List of Exhibitors , , 
Room 


American Seating Co., Chicago. 1626 
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Alden, C. H. Co,, Abington, 
Mass. R. M. McKnight 

Alden Walker & Wilke, ane 
Weymouth, Mass. H. G. 
loway 

Allied Shoe Co. 

Ault Williamson Shoe Co., Au- 
burn, Mass. O. L. Rappley... 


Burley & Stevens, Inc., New- 
buryport, Mass. 
enberg 

Bows Moccasin Shoe Co., Avon, 
Mass. M. M. Neely 

Barry, T. D. Coa., 
Mass. E. B. Guessl 

Burrows Shoe, Rochester, N. Y. 
E. B. Guess] 

Boyden Shoe Mfg. Co., The New- 
ark, N. J. T.S. Van Hoesen.. 

Boyd-Welsh Shoe Co., St. Louis, 
Mo. E, W. Schnetke 

Bradford Shoe Co., Columbus, 
Ohio. R. R. Ratcliff 

Bedford Shoe Co., Carlisle, Pa. 
W. B. Bowen 


Carter, a: W., a Shoe Co., 
Nashville, Tenn. A. J. Memch 

Carfogno Shoe ere 

Claremont Shoe Co., Haverhill, 
Mass. H. J. Nicholl 

— Chicago Co., J. W., Chi- 


Brockton, 


Cldsuee Spat and Legging Co., 
Chicago 

Chieaae' Specialty Shoe Co., Chi- 
cago 

Columbia Overgaiter & Legging 
Co., Chicago ! 

Converse Rubber-Shoe Go., Chi- 


Colmary, A. H. & Co., Balti- 
more. Md. J.J. Fisher 

Churchill & ‘Alden Co., Brockton, 
Mass. D. E. Desnoyers 

C. & E. Shoe Col., Columbus, 
Ohio. Emil Anderson 

Creighton, A. M., Lynn, Mass. 
A. Percy Wilson 

Central Shoe Mfg. Co., St. Louis, 
Mo. Frank Wells 

Clinton Shoe Mfg. Co., inten, 
Iowa. Frank. J. Rost, J 

Clapp, Edwin & Sons., . ‘Wey- 
— Mass. Harry H. Wil- 


Cushing Shoe Co., Lynn, Mass. 
Jos. Allgier 


Davies Shoe Mfg. Co., Racine, 
Wis. E. B. Guess 

Dovenmuehle, H 
Chicago 

Decorators Supply Co., Chicago 

Douglas, W. L., Shoe Co., Brock- 
ton, Mass. Ross Meyers 

Duttenhofer, Val, Sons Co., Cin- 
Tt Ohio. A. M. Figen- 
a 

Dundee Shoe Mfg. Co., Dundee, 
Ill., George J. Bertman 

Dalton, The, Co., Inc., Brockton, 
Mass. E. B. Slocum, GF. 
Barstow : 

Drew, Irving Co., Portsmouth, 
Ohio. Frank J. Drufke 

Drake, Bert E.. & Co., Inc., 
Brooklyn, N. Y. Lloyd Mc- 


Evans, L. B., Sons Co., Wake- 
field, Mass. Frank B. Brown. 

Edmonds Shoe Co., Milwaukee, 
Wis. C. A: Swanagan 


(Continued on page 48) 


Adolph Ros- 
1 


1650 
1619 
1619 
1646 
1632 ° 
1564 
1532 


1631 
1563 


1543 
1510 
1610 
1512 
1602 
1604 
1615 
1550 
1649 
1640 
1667 
1554 


1540 
1634 


1619 


1506 
1622 


1642 


1636 
1557 


1645 
1544 


1630 


1664 
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In the middle 60’s Peleg S. Leach engaged in the business of making footwear in the Brockton factory shown at 
the left. Some 60 years later the George E. Keith Company added factory No. 11 (shown at the right) to the chain 
of plants built by the company at Campello, Brockton 


More Than a Century of Shoemaking 


Brockton celebrates the 100th Anniversary of her birth, but her chief 
industry goes back even beyond the day when, in 1811, Micah Faxon 
rode horseback to Boston with his first 100 pairs. 


By WARREN P. LANDERS 


Secretary and Historian of the Brockton Centennial 


St. Crispin and his associates in the gentle craft— 
to use a fourteenth century description of shoemaking 
—must have greatly enjoyed the Brockton Centennial, 
which ended June 18. The community that was once 
North Parish in Bridgewater, then (1821) North 
Bridgewater; then (1874) Brockton, and a city in 
188], gave itself over to the proper commemoration of 
its first century. 

The industry that has made the community known 
in all quarters of the globe, antedates the incorporation 
of the town whicn was the beginning of the hundred 
years. The deed by which Massasoit transferred the 
Duxbury Plantation, out of which territory has-been 
carved the towns of Bridgewater (East and West) and 
Brockton, was given for numerous articles totaling in 


value about $30. 
The Beginning of a Great Industry 


Included were four moose-skins, which Miles Stand- 
ish, one of the signers, may have brought back from 
his adventures in the wilds, and which would be used 
for protection of feet as well as for clothing. We 
have then a starting point in 1649, a reference to that 
which makes Brockton outrank all other cities, the 
4 footgear of the original inhabitants, as well as that of 
} the colonists. 

The log of the Mayflower (Bradford’s History) tells 
us that in 1628 the Plymouth settlers sent Isaac Al- 
lerton to England on an important mission, including 
the purchase of supplies. He thereby probably became 
'} the first importer of shoes and leather. But before 
} that day (1623), according to Seth Bryant of Ash- 
} mont (“Shoe and Leather Trade of a Hundred Years,” 
1891), Experience Mitchell, a passenger in the Ann, 
reached Plymouth. Later he moved to Duxbury, and 
as one of the earliest settlers in the plantation came 
to East Bridgewater at a place locally called Joppa. 


There he established a tannery in 1650. His son, En- 
sign, later Colonel Edward, and after him Cushing 
Mitchell, carried on the business for sixty years. So 
we may account for the fact that when North Bridge- 
water was incorporated as a town in 1821, it was al- 
ready in the center of a leather-working people. 


Enter the Village Shoemaker 


In a business sense the city’s chief end has been 
and is feet. Prior to the date which the celebration 
recalled (June 15, 1821), shoes were handsewed, then 
pegged and nailed. Machines were introduced in 1846. 
Early trade was largely controlled by the village shoe- 
maker in his annual or semi-annual visits to “shoe” 
the entire family. His “kit” was not so different in 
1800 from that of the first Christian- era or even 
earlier. Out of the Revolutionary War came Thomas 
French of Randolph, a personality figuring in the be- 
ginnings of local industry. A tanner and currier, he 
settled on the Blue Hill Turnpike. Mr. French em- 
ployed others who had learned the shoe trade in camp 
or fort, and so began the life which has made Brock- 
ton, for he had many apprentices. 

From Randolph came Micah Faxon in the early 
teens of the nineteenth century to the North Parish 
of Bridgewater. In 1811 he carried to Boston on horse- 
back his first hundred pairs of fine calf-skin, spring- 
heeled shoes. They were sold to Monroe & Nash, Long 
Wharf, for the Southern trade. Quick successors and 
competitors were Silas Packard and Col. Edward 
Southworth in a store that stood at the corner of Main 
and Court Streets. 


“Keiths,. Packards and Leaches” 


In 1820 William French engaged in shoe manufac- 
ture. Others early in the business were Zophar Field 


and Charles Southworth, John May and Sidney How- 
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ard, Zenas Brett, Benjamin Kingman, Nathan Jones 
and Charles and Azra Keith at The Plains (Campello). 
Markets were nearby, owing to lack of transportation 
facilities. ‘The Keiths, the Packards, and the Leaches 
have built up the great city of Brockton,” wrote Bry- 
ant, who, on nis own voucher, knew all the shoe dealers 
since 1800, at least through a period of seventy-one 
years. According to that authority more shoes were 
made in the Second Congressional District than in any 
other in the United States. 

“Brockton is not the home of small plants” (Isaac 
H. Bailey, article V, Vol. I, New England States, Wil- 
liam T. Davis, Editor). Yet in the beginning this 
was not true. Little shops in many yards suggested 
a winter trade to fill the time and supplement the fish 
and farm of summer. Shoes were “given out,” 100 
pair at a time, to “fit and make,” and were kept from 
thirty days to two months. Lapstone and hammer to 
fit the upper to the last; pounding the wet sole, fasten- 
ing with nails, pegging sole and inner sole together— 
constituted the major processes. In 1837 North 
Bridgewater produced 79,000 pairs of boots and 22,300 
pairs of shoes and employed 1125 “hands.” 


Production During the Civil War 


Then began the enlargement which to-day shows 
30,000 workers in sixty factories. George W. 
Bryant and Daniel S. Howard (1848-1888) were pio- 
neers, as were Charles R. Ford, Martin L. Keith, Enos 
H. Reynolds, and others. In the middle ’60’s Peleg 
S. Leach engaged in business in a shop on the site of 
the present police station and also had factories on 
Crescent and West Elm Streets. In 1865, 103,066 
pairs of boots and over a million pairs of shoes were 
made. The increase over ’37 was of course due in 
large measure to the sewing machine. Readiness to 
adopt new methods and machinery seems to have char- 
acterized the town. A. and A. B. Keith were promi- 
nent in this respect, as were the Thayers, Samuel Her- 
rod and George Stevens. 

In 1870 William L. Douglas came from Plymouth 
and for some years was foreman for Porter and 
Southworth. With a capital of $875, he opened a fac- 
tory for himself in 1876. Preston B. Keith had started 
five years before and M. A. Packard began manufac- 
turing in 1877. The late George E. Keith commenced 
his notable career in 1868 in company with William 
S. Southworth and in, 1870 opened a shop on his own 
behalf. Daniel W. Field entered the employ of D. S. 
Howard in 1876. The number cf cases shipped from 


on (Reprotucel from photograghs furnished bu The Boston Tr ri 
On the right is what you see looking south on Main Street, Brockton. ‘On the left is 
from the same spot in 1828 


SHOE RECORDER 47 








On the left is what you would have seen 





Brockton that year was 142,010. In 1919 the value 
had become by war needs and prices $146,378,500. 
Even in the pre-war year of ’15, it was sixty millions. 
N ow great plants with every modern facility are tak- 
ing the place of the old-fashioned home shops. Re- 
sourcefulness and versatility, as well as a reputation 
for “eae goods, have brought this marked develop- 
ment. 

A Record of Progress 


It has often been observed that in great shoe towns 
education is above the average. School, libraries and 
neighborhoods so testify. ‘Peaceful and law-abiding 
(says Bailey), they live in and for each other.” This 
picture—so far as it described the city, is drawn from 
two interesting facts: 

Brockton had an annual no-license record covering 
a period of thirty years. Further, the community has 
learned the better way of settling disputes. In her 
industrial life, labor has been carefully studied from 
many angles. Both sides have recognized the point of 
view of the other. They have seen that through con- 
ciliation and arbitration they could as well serve their 
own ends. This is among the high gifts of Brockton 
to the country. This is evident in the latest develop- 
ment: the present consideration of a general wage 
reduction. 
the unions, through their business agents join in sub- 
mitting the question to the Massachusetts Board and 
“that the decision be accepted and made effective by 
both parties.” 


Features of Celebration 


Upon such a background as space has enabled us to 
portray, the city based its celebration this week. Be- 
ginning on Sunday in the churches and in a great 
community sing out-of-doors, with emphasis upon the 
historic and moral influence of the church, the ob- 
servance came to a high climax Wednesday and Thurs- 
day evenings. At the fair grounds a pageant, written 
by Suzanne Cary Gruver, a Brocktonian, was partici- 
pated in by more than 1200, and interpreted the cycle 
of annals and deeds. The events also included 


Open-House Night by scores of clubs and lodges; street 
decorations, exhibits, and numerous athletic features. 
Commencement Friday for the High School, occupying 
a city block, with 1800 pupils and seventy teachers, and 
hospitality manifest on every side, made the week 
memorable and the anniversary exercises distinctive 
and historic. : 


The manufacturers asked (June 1) that. 















Room 


Faust Shoe Co., Chicago 

Flexible Shoe Mfg. Co., Chicago 

Fisher, A., & Son, Mass. 

Mack 

Ford, C. P. & Co., Rochester, 
N. Y. Roy P. McCarthy . 

Fox, Chas. K., Inc., Haverhill, 
Mass. Charles J. Reidholm.. 

Ferris Shoe Co., Philadelphia, 
Pa. 


Greilich, Wm., & Sons, Brook- 
lyn, N. Y. M. E. Hattenbach. 

Gutmann, Carpenter & Telling, 
Chicago 

Great Totes Shoe Co., Milwau- 
kee, Wis. L. E. Wake 

Golo Slipper Co., New York City. 
S. Mittelman 

Hamton Shoe Co., Chicago 

Hecht Fixture Co., Chicago .... 

Homan Hughes Co., Cincinnati, 
Ohio. C. W. Challis 

Holland Shoe Co., Holland, Mich. 
A. R. Martin 

Holters Co., Cincinnati, Ohio. 
Ben C. Davis. 

Harrisburg Shoe Mfg. Co., Har- 
risburg, Pa. C. A. Gassin.... 

Henne, Wm., & Co., Inc., Brook- 
lyn, N. Y. Anthony P. Heil.. 

Horn Shoe Mfg. Co., Brooklyn, 
N. Y. Joseph E. Allgier . 

Helming, McKenzie Shoe Co., 
Cincinnati, Ohio. J. E. Bau- 
man 

Helmers, Bettman Co., Cincin- 
nati, Ohio. Sol. Bloomberg. . 

Harsh Chapline Shoe 
Milwaukee, Wis. Jos. Cwiak. 

Hallahan & Son, Inc., Philadel- 
phia, Pa. N. N. Suther 

Henke Baby Shoe Co., Chicago. . 

Ideal Legging Co., Chicago .... 

Jocelyn Shoe Co., Milwaukee, 
Wis. J. C. Jocelyn 

Johnson Bros. Shoe Mfg. Co., 
Hallowell, Me. W. H. Beier.. 

Johnson, Baille Shoe Co., Millers- 
burg, Pa. W.B.B 

Kleine, Henry & Co., Chicago.. 

Kreider, A. S., Co., Chicago .... 

Knox Shoe Co. W. C. Patter- 


King, Mrs. A. R., Inc., Philadel- 
Pak Pa. Howard D. Lots- 


ech 
ae a Fechheimer & Co., Cin- 


cinnati, Ohio. Lou Brown.. 
Kemball Shoe one 
Mass. M. M.N 


Levie Shoe Co., Chie 


1518 
1501 


1637 
1661 
1534 
1666 


1558 
1508 
1647 


1547 


1514 
1616 


1566 
1568 
1665 
1662 
1531 


. 1634 


1654 


. 1623 


1560 
1641 


. 1552 


1618 
1648 
1657 
1532 


1614 
1500 


Haverhill, 
1 
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(Continued from page 45) 
Room 
Little Chick Shoe Co., Chicago.. 1555 
gg, A. M., Shoe Co., Pontiac, 
Ill. Charles H. Ebert 
Lounsbury, Mathewson & Co., 
— Norwalk, Conn. W. P. 
Ave 1620 
Lape & Adler Co., Columbus, 
Ohio. Clarence E. Mosser ... 1668 
Lattemann, John J., Shoe fs 


Kine Brooklyn, N. Y. 
1519 


1522 


1643 
1505 


Kin 
Long Shoe Co., Chicago 
Lauenstein, Gus, Milwaukee, 
Wis. Jacob Wurmser 


Mark, C. W., Shoe Co., Chicago. 

Mayer, F., Boot & Shoe Co., Mil- 
waukee, Wis. Louis Wein- 
berger, F. E. Jones 

Munroe Shoe Co., Auburn, Me. 
E. B. Guess 

Milwaukee Chair Co., Milwaukee, 


is. 
Mishawaka Woolen Mfg. Co., 
Mishawaka, Ind. R. E. Hime- 
baugh 1515 
Menihan Co., The, Rochester, 
N. Y. Frank J. Satek 1563 
Moench, J. C., Shoe Co., Boston, 
Mass. John Van Buren 1565 
Moore-Shafer Shoe Mfg. Co., 
Brockport, b 4 Orville 
Romig 1541 
Mackey Starr Co., Brooklyn, 
N. Y. George J. Nichols 1524 
Miller, I., & Sons, Brooklyn, 
N. Y. H. J. Nicholl 1543 
Morris, David, Chicago 1549 


National,Shoe Co., Chicago .... 1600 
Novelty Shoe Co., ‘Chicago 1608 
Nahm Bros., Philadelphia, Pa. 
Lloyd McGinnis 1630 
Onli-Wa Fixture Co., Dayton, 
Ohio 1601 
— A., Shoe Co., St. Louis, 


1530 
1619 
1526 


1559 
Peters Shoe Co., St. Louis, Mo. 
John F. Walsh 1635 
Pdeigo-Weber 
Louis, Mo. Martin W. Scherff 1644 
Plant, Thomas G., Co., Boston, 
Mass. B. Stark’ 1656 
Plant Bros., & Co., Manchester, 
a Rosenthal 1631 
Porter, Merril Co., Lynn, Mass. 
A. Percy Wilson 1640 
Rice & Hutchins’ Chicago Co., 
Chicago 1503 
Roberts, Johnson & Rand, St. 
Louis, McArthur E. Gertz ... 1533 
Rickert Shoe Co., Haverhill, 
N. Y. H. J. Nicholl 1 
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Room 
Racine Shoe Mfg. Co., Cincin- 
nati, Ohio. B. K. Hubbard... 1542 
Roth Shoe Mfg. Co., Cincinnati, 
Ohio. George S. Cadwallader. 1542 
Reynolds, Bion F., Brockton, 
Mass. E. A. Bailey 1561 
Reid, E. P., & Co., Rochester, 
N. Y. Ralph Stadeker 1624 
Rich Shoe Co., Milwaukee, Wis. 
Harry R 1658 
1519 
1516 


Scholl Mfg. Co., Chicago 
Selz, Schwab & Co., Chicago ... 
Sidwell DeWint Shoe Co., Chi- 

g 1545 
Sinsheimer Bros. & Co., Chicago 1504 
Smith, J. P. Shoe Co., Chicago.. 1606 
Smith Wallace Shoe Co., Chicago 1502 


Scheiffele Shoe Mfg. Co., Cincin- 
—. ae George ’P. Mac- - 
52 


Que 
Standard Felt Co., Alhambra, 

Cal. Harry Wallbrumm 1639 
Slater & Morrill, Inc., S. Brain- 

tree, Mass. Leo Porges 1660 
Sullivan, E. E., Haverhill, Mass. 

John J. Fisher 1615 
Stonefield, Evans 

Rockford, Ill. Jacob Wurmser 1643 


Tilt, J. E., Shoe Co., Chicago .. 1603 
Thompson Ehlers Co., Chicago.. 1617 
Tucker, H. B., Shoe Co., Chicago 1521 
Tweedie Boot Top Co., St. Louis, 
Mo. Frank Mahler 1625 
Thompson Crooker Shoe Co., 
Boston, Mass. Fred M. John- 
son 1659 
Thompson Bros., Inc., Brockton, 
Mass. Dave Davis, J. Kalisky 1612 
— States Rubber Co., Chi- 
1517 
whee Bros., Shoe Co., el 
ton, Mass. Thomas Daly . - 1525 


Venus Arch Support Co., Chi- 
eago. E. S. Endrea 


Walk In Shoe Co., Schuylkill 
Haven, Pa. . B. Bowen ... 
Weyenberg Shoe Mfe. Co., Mil- 
waukee, Wis. M. Melman aa 
Weber Bros., Shoe Co. N. 

Adams, Mass. -.George A 
Harris 1653 
1633 


1655 


1532 
1535 


Wishert & Gardiner, Brooklyn, 
N. Y. James T. Baker 

Workman yous Ree Co., Jeffer- 
son City, Mo. J. M. H 
smith 1619 

Wall. Streeter & Doyle Co., N. 
Adams, Mass. Ed. P. Streeter 1536 

Woff, Sam B., Shoe Co., Cincin- 
nati, Ohio. L. Richards 








MINNESOTA ASSOCIATION MEETS 


D. D. Bryson of St. Paul Elected President at Minne- 
apolis Gathering 


Minneapolis. 


Minneapolis, Minn.—The Minnesota Shoe Retailers’ 
Association held its thirteenth annual meeting on 
Tuesday evening, May 31, and the following officers 


were elected: 


President, D. D. Bryson of Schuneman & Evans, 
St. Paul; first vice-president, Fred Ioset of Wadena; 
second vice-president, John Sirois, Standard Clothing 
Co., Minneapolis ; secretary, Carl Stendal,- Minneapolis; 


Charles Rollins, St. Paul; H. F. Montgomery, Roches- 
ter; J. J. Picha, Kenyon; A. H. Monat, Duluth; W. R. 
Suffel, Duluth; G. F. Wruck, Winona; C. V. Nedstrom, 


NEW SHOE BUTTONS 


For the findings department, there are new shoe 
buttons, of celluloid, with a fine finish, and, also, with 
a shank, unusually large and smooth, that may be 
sewed on with comparative ease, and sewed on to stay, 


too, It is of the birdseye pa 


‘treasurer, E. J. Schoettley, St. Paul. vari and it comes in 
fcolbis, to matéh Ui straps of aii Ity shoes. 


Board of Directorb}‘S. W. Jereisadti, Minfiéapolis; 
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equipped " 
your Chosen 
walks in 
life - 

“Town = 
oo ummer 
e Wink ter - 
Rain or shine 


Place a fair 
and Square 
valuation on 
your selves 
and riokt 
and left 

you will 

find the 
“Welcome” 
on the mat - 


We'll meet 
the world on 
its own 
terms 





‘Gentlemen — Class of 1921 — 
You who are about to ste out | 
Vi ) Hod 1 salute aa, 


Forward ! 
For the foot folds 
that are properly 
ours! 
be on 
your toes! 
Be ready 
for action 


Do your part - 
protecting the pe 
Be even and idvel 
Keep your 
tongue in 
ur throat. 

Be polished 
and clean 

before all. 


with toe “ar 


and laces 
A shine on 


our 


Oli 


+ 
faces - 
Into the 
windows 


You are stout 

OF sole_and strong” 
of back- be Flexible 
when ere 
demands- 

Stay true to ike 

last . Honor and 
integrity will 
make you beloved 
by all men -— 


Give Service! 
Give your all! 
Be a credit 
to those who 
toiled for you 
and they will 
be compensated ! 
Class-mates - 
Whatever your 
size and shape 
o forth to 
success! 
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A Quiz for Alert Shoe Merchants 


How Long Since You Have Given Thought to Your Windows, 
to the Morale of Your Sales Force, to Your Adver- 
tising and your Styles? 


By FRANK H. WILLIAMS 


Of course every shoe merchant is anxious to get 
the most possible out of his business and to find out 
those things about his establishment which will help 
him make more money. And one of the best possi- 
ble ways of determining how to get more money out 
of a retail shoe business is by carefully analyzing 
the business. 

It is a comparatively easy matter to secure a 
thorough analysis of a business. All that is needed 
is to probe into the essential features thoughtfully 


and honestly. 


Ask Yourself These Ques- 
tions 


OA 


Are the members of my sales force enthusiastic 
and optimistic? 
Questions About the Sales Force 


Are all the members of my sales force “sold” on 
my store? In other words, do all the members of 
my sales force fully believe that my store is the best 
shoe store in town and that folks who shop at my 
store are sure to get best values and most satis- 
faction? 

Do I see to it that my 
salespeople are kept alive 
to the latest things in the 





trade and in the selling 


You, Mr. Shoe Merchant, 
can very easily analyze your 
own business and secure a 
new and business-building 
slant on it, by asking your- 
self some candid questions 
concerning your business. 
To help you in doing so, the 
following questions have 
been prepared concerning 
your window displays, your 
sales force and_ service, 
your advertising and the 
goods you are selling. 

Ask yourself the follow- 
ing questions, Mr. Shoe 
Merchant, and answer them 
candidly and_ frankly. 
You will find that it will be 
a real help to you in your 
business to do so. 


How About Your Windows? 


When You Are Too Close to the 


Mountain 


When you are at the base of a great 
mountain you cannot see the peak. You 
can gain no adequate idea of its height in 
its relation to its breadth. You cannot see 
the thing as a whole in its proper propor- 
tions. It’s the same way with the conduct 
of your business. After a long period of 
work involving the hundred and one little 
details which go to make up the day, you 
are prone to forget, by reason of your near- 
ness to it, certain fundamental facts which 
must be recognized and certain fundamental 
policies which must be followed, if success 
is to be yours. 

Take an inventory every once in a while— 
not an inventory of your stock and fixtures, 
but an inventory of the things you are doing 
and the things which you should be doing. 
The general outline of such a mental inven- 
tory, if it may be called such, is given in 
this article by Mr. Williams. 


game by getting them to 
read the trade papers to 
which I subscribe? 


Keeping in Close Touch 


Do I get on the floor and 
sell shoes myself occasion- 
ally so as to keep in touch 
with the trade and the sell- 
ing problems that arise 
from time to time? 

How about the service my 
store renders—is it as mod- 
ern and _ business-building 
as it could be made? 

Do I deliver purchases 
and if so do I deliver them 
the same day on which the 
goods were purchased and 
do I deliver them without 
errors? 

Do I keep a record of shoe 
sizes of some of my estab- 
lished customers so _ that 


Do I change my window 


when they are out of the 





displays frequently? Or do 
I allow the same old dis- 
play to remain in my win- 
dows for week after week, gathering dust and actual- 
ly hurting my business through its dingy appear- 
ance? 

Do I make my window displays snappy and at- 
tractive? Are my displays the sort of things that 
make folks stop and look and then enter the store 
to buy goods? Or do my windows have little in- 
fluence in creating sales? If my displays are not 
very successful in creating sales isn’t it a certainty 
that there is something radically wrong with them 
and shouldn’t I find out what the trouble is and 
remedy the fault at once? 

Are my displays timely? 

Do I make my displays different from the show 
windows of all my competitors, or do my windows 
look like those of any other shoe merchant? 


NT 


city and need shoes they 
can write to me and get 


exactly what they want? 
If You Were Your Customer 


Do I cash in to the utmost on this phase of my 
store service? 

Do I watch the tendencies and desires of my cus- 
tomers carefully and inaugurate new store services 
to meet these tendencies and desires whenever I see 
an opportunity for doing so? 

If I were a customer of my store would I be thor- 
oughly satisfied with the service rendered by the 
store? 

If I were a patron of the store, what sort of sug- 
gestions for additional services would I make? 

Is my advertising snappy, original, attractive and 
business-building? ‘Or is it simply like all the other 
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Of pink felt with collar and tongue of quilted 
pink silk. Made by the Parisian Slipper Com- 
pany of New York City 


advertising done by all the other shoe merchants? 
Do I hook up my advertising with my window dis- 
plays and with my store displays? For instance, 
when I advertise a special sale or offering of sport 
shoes, do I see to it that there is a display of sport 
shoes in my show windows and do I also see to it 
that sport shoes are displayed to good advantage 
in my store and do I also see to it that the sales- 
people push sport shoes with all the customers who 
come into the store during the time of the sale? 
Do I change my advertising from day to day, or 
do I let the same advertising run more than one 
time? Isn’t it much better to spend more time and 
thought in turning out new ads, and thereby getting 
the utmost value out of the space I am paying for, 
than it is to use the same old ads over and over? 


The “Idle Moment” Ad 


To be perfectly frank with myself, do I spend 
enough time and thought in framing ads that are 
attractive, snappy and sure to help business? Or 
.do I dash off something in an idle moment without 
paying much attention to it and let it go at that? 

If I were a prospective purchaser of shoes, looking 
‘through the advertisements in the paper for attrac- 
tive offerings, would I be influenced by my ads to 
patronize my own store? 

‘Do I use type arrangements, borders and copy 
which make my ads stand out from all the other 
:shoe-ads in the paper? 


How About Your Styles? 


Do I push the right goods at the right time? In 
. other words, do I push sport goods when there is the 
greatest demand for them, or am I inclined to let the 
demand develop and to then simply satisfy such 
demand -as does develop without going after the 
business? 

Am I selling the right priced shoes and the right 
styles and qualities of shoes to suit the trade to 
which I am catering? 

Do I always carry the sort of goods in stock that 
experience has shown me will be demanded by my 
. old-established customers, or do I try to sell these 
old customers some new kinds of shoes that they 
really don’t-want or care anything about? 


A one-strap felt slipper of Orient blue edged 
with moire ribbon. Made by the R. 8S. Gros- 
venor Co., Worcester, Mass. 


Are my goods attractively displayed about the 
store? Are the boxes in which my stock of shoes 
is kept always perfectly clean and fresh in appear- 
ance? 

Action Brings Success 


Do I keep my stock right up to the minute, so 
that all my customers will feel that they are dealing 
with an alert, progressive store? 

Would I, as a customer looking for a good, com- 
fortable, stylish pair of shoes, find just what I wanted 
in my store? 

Answer these questions, Mr. Shoe Merchant. 

If you’ll answer them fully and frankly you'll 
find that the answers will give you a complete and 
worth-while analysis of your business. And such 
an analysis should help you in doing things that 
will bring you more money. 


SAN JOSE MERCHANT DIES 


San Jose, Cal.—Albert S. Bacon, senior member 
of the firm of A. S. Bacon & Son, retail shoe mer- 
chants, with a store at 74-76 S. First Street, died 
May 23 at the age of 66 years, following a brief ill- 
ness. His death is a loss not only to his family and 
friends but to the entire community as well, for he 
had been a tireless worker for the welfare of the 
community during the twenty-eight years which he 
had lived here. His interest in the business has 
been taken over by his widow. The junior member 
of the firm is Mr. Bacon’s son, Sanford L. Bacon. 





HOW DO YOU DESIGNATE SHOE LACE LENGTH? 


When you are ordering shoe laces from your job- 
ber or manufacturer, how do you describe the length 
desired? Do you say—“about 18 inches”—or “about 
a yard”—or “about a yard and:a half?” 

Shoe lace people talk in quarter-of-yard units. 
With the 36 inches of the yard as a measuring basis, 
they fill the retail shoe merchant’s lace requirements 
accordingly. An 18-inch lace is known as a 2/4 
lace; a lace of 27 inches as a 3/4 lace; a lace of 3€ 
inches as'a 4/4 lace; one of 45 inches as a 5/4 lace, | 
and one of 54 inches. as a 6/4 lace. . 
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N.S. R.A. Is Preparing to Fight 


Sends Questionnaire to Members Asking for Figures to Disprove 
Charge That Retail Prices Are Too High—President 
Orr to Appoint Special Committee 


Philadelphia.—In an attempt to show that prices 
at retail have decreased in the same proportion as 
prices in the primary markets, Secretary-Commis- 
sioner T. C. Mirkil of the National Shoe Retailers’ 
Association has addressed a letter to all members 
asking for facts and figures with which to meet 
criticisms to which retail merchants recently have 


‘been subjected. 


In his letter Mr. Mirkil refers to this criticism as 
a “condition which must be met and retailers—espe- 
cially shoe retailers—vindicated by facts and fig- 


ures.” 
To Check Government Figures 


“Secretary of Commerce Hoover,” continues the 
letter, “is busy compiling price statistics and it is 
essential that when the time comes for the N. S. R. 
A. to present the shoe retailers’ case that we be for- 
tified with real figures and facts and thereby be 
enabled to see that the figures given out by the 
Government are correct. 

“President Orr will appoint a special committee 
to fight your battles in Washington, and if this 
committee is to do successful work, you must fur- 
nish the ammunition and co-operate wholeheartedly. 
Therefore we are asking you to supply headquarters 
immediately with certain information as follows: 


Information Needed by N. S. R. A. 


“1. Please give us on the attached sheets your 
cost of doing business in percentage based on vol- 
ume for the years 1914, 1918, 1919, 1920 and the 
first three months of 1921. 

“2. Please itemize the several elements of over- 
head in percentages for the years mentioned. 

“3. Please take your gross profits for each of the 
years separately and divide by the amount of total 
sales for each year and give us the percentages thus 
calculated. 


Retail and Factory Prices Compared 


“4. From the percentages calculated as per Sec- 
tion No. 3, please deduct the percentages of over- 
head as calculated in Section No. 1. This will give 
your net profits in percentages for each of the years 
which you will enter under Section No. 4 of the ruled 
sheet. 

Section 5 of the letter asks for a comparison be- 
tween the factory sales price and the retail sales 
price in the fall of the years 1914, 1918, 1919, 1920 
and the spring of 1921, of a man’s shoe, woman’s 
shoe and child’s shoe. The same comparison is asked 
in respect to a man’s tan calf oxford, woman’s tan 
calf oxford and child’s tan calf oxford. 








CONVENTION AT COLORADO SPRINGS 


Mountain States Retail Shoe Merchants to Meet Sep- 
tember 26 and 27 


Denver, Col.—Directors of the Mountain States 
Shoe Retailers’ Association, at a recent meeting, 
voted to hold the 1921 association convention Sept. 
26 and 27 at the Antlers’ Hotel, Colorado Springs. 
The meeting was attended by all the prominent Den- 
ver shoe merchants and several from nearby cities 
and towns. In attendance at the meeting as guests 
were Henry E. Hagan of Boston, a director of the 
N.S. R. A.; James H. Stone, president and editor of 
The Shoe Retailer, and Earl C. Logan, western editor 
of the Boot and Shoe Recorder. 

Mr. Hagan presented the firm membership plan 
adopted by the National Association and pointed out 
the advantages of joining the association. Under 
the leadership of Mr. Stone and Mr. Logan there fol- 
lowed a general discussion of style trend and busi- 
ness conditions. Frank Wulff, president of the 
Mountain States Association, was in the chair. 

Reports were received from flood-swept Pueblo 
showing that there had been not only a fearful loss 
of life but that several department and shoe stores 
had been totally wrecked. Among those reported as 
having suffered heavy loss were the Tom Brown 
Shoe Company, White and Doris, Crevis Beggs De- 
partment store and the Weaver Shoe Company. 





TO HELP DEVELOP FOREIGN TRADE 


Everit B. Terhune Made Member of U. S. Chamber 
of Commerce Committee 


Boston.—Everit B. Terhune, treasurer and gen- 
eral manager of the Boot and Shoe Recorder, has 
been appointed a member of the Foreign Commerce 
Department Committee of the Chamber of Commerce 
of the United States. The appointment was an- 
nounced recently from Washington by President 
Joseph H. Defrees. Mr. Terhune is the only Boston 
member of the committee on which he will be asso- 
ciated with George Ed. Smith, president of the Royal 
Typewriter Company of New York as chairman; Paul 
Shoup, vice-president of the Southern Pacific Rail- 
way Company of San Francisco; A. E. Ashburner of 
the American Multigraph Sales Company of Cleve- 
land; Philip B. Kennedy, vice-president of the First 
Federal Foreign Banking Association of New York 
City; William E. Peck of William E. Peck & Company 
of New York City, and William C. Redfield, formerly 
Secretary of Commerce. 

Mr. Terhune leaves June 18 for an extended trip 
through Central and Western Europe to study the 
possibilities of a resumption of our export trade. 


A young woman claims that the shorter the skirt 
the easier it is to get upstairs... You can also write it, 
“to get up stares.”—Boston Transcript. 
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The importance of a rightly con- 
ducted and well regulated juvenile 
shoe department is just beginning to 
dawn upon many merchants in both 
cities and smaller communities. 

When a mother comes to a store 
accompanied by a youngster, nine 
times out of ten the youngster is 
waited on first. The mother prob- 
ably has it in mind to buy a pair of 
shoes for herself, but she seldom says 
anything about it until after the 
child has been waited on. If a sale is made to 
the youngster, the chances are that the mother 
will buy her shoes in that store also, but if the 
child is not suited and the mother has to go else- 
where, the chances are that she will say nothing 
about her own shoe needs. 
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Juvenile Footwear Coming Into Its Own 








Will Back Campaign On Men’s Shoes 


New England Shoe and Leather Association Adopts Resolution 


The more attractive the children’s 
department can be made, the better 
are the chances of satisfying both 
the child and the mother. Too often 
children’s shoes are neglected in 
making up the window displays and 
interior store displays. Often a few 
infants’ and children’s shoes are 
spotted around here and there in the 
window displays, which only tends 
to litter up the window and gives 
it a haphazard, unsightly appear- 
ance. But if the children’s shoes are grouped 
together and displayed on special fixtures made 
especially for them, juvenile footwear is sure 
to attract the attention of the passerby. 

These junior fixtures are not overly expensive 
and add to the attractiveness of windows. 





Favoring Co-operative Fund to Stimulate Busi- 


Boston.—The directors of the New England Shoe 
and Leather Association held an interesting meeting 
at headquarters, June 1, this being the last regular 
meeting of the board prior to taking the usual summer 
recess. 

President Herbert T. Drake, who presided, gave an 
interesting summary of the proceedings at the recent 
meeting of the Executive Committee of the National 
Boot and Shoe Manufacturers’ Association held in 
New York, and recapitulated the statement he made 
at that time advocating a co-operative movement on 
the part of shoe manufacturers and the makers of 
gloves, hats, hosiery and other articles of habiliment 
in an effort to bring about an increase in the demand 
for men’s footwear. The recent falling off in the 
production of men’s shoes has been noted by those in 
this branch of the industry with much concern. 

At the close of President Drake’s remarks on this 
subject, and after discussion, the board unanimously 
adopted the following resolution: 


Resolution As Adopted 


“Resolved, That the. New England Shoe and Leather 
Association heartily approves of the movement inaugu- 
rated by the National Boot and Shoe Manufacturers’ 
Association to establish a co-operative fund. for the 
purpose of stimulating increased interest in the wear- 
ing of men’s shoes, and recommends to its. member- 
concerns engaged in this branch of the industry that 
they extend their. practical co-operation to this much- 
needed campaign.’ 

President Drake, also described, his recent call,on 
Secretary. of Commeree Herbert Hoover at Washing- 





ness in Men’s Footwear 


ton to invite Mr. Hoover in behalf of the National 
Shoe and Leather Exposition and Style Show, Inc., to 
come to Boston on Wednesday, July 13, and address a 
mass meeting of the shoe and leather trades in Me- 
chanics’ Hall. Secretary Hoover, he said, had defi- 
nitely. accepted the invitation. 


Reports on Hide Situation 


Secretary Thomas F. Anderson made a report cover- 
ing the more important activities of the association 
during the past month. 

Harry I. Thayer, who in his capacity as president 
of the Tanners’ Council of the U. S. A., is in very close 
touch with the tariff situation, reported that as far as 
he could see the various organizations of the trade 
have done everything that is humanly possible to con- 
vince the Ways and Means Committee and Congress 
that hides should be retained on the free list. Mr. 


‘Thayer said that he still feels somewhat hopeful that 


the Ways and Means Committee will take action on 
this matter favorable to the trade. 

One of the most important subjects discussed at 
the meeting was that of the cancellation evil, and com- 
munications from several member-concerns suggesting 
the desirability of united trade action on this matter 
were read. After a general discusson the directors 
voted to have the association establish an arbitration 
system for the adjustment of disputes arising between 
member-concerns and customers over cancellations of | 
orders similar to that in effect in the National Boot 
and Shoe Manufacturers’ Association. This matter 


will he under the direct supervision | of the associate s 
Commi 


on Domestic Trade. 
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QUALITY 








AZTEC 
CALF 


is recognized the world over as 
the standard of excellence for 
Spring and Summer shoes for 
men, women and_ children. 
Pliable and strong, this leather 
is pleasing to the eye and com- 
fortable on the feet. Aztec 
Calf will be offered in the com- 
ing season’s fashionable shades. 


VIKING 
CALF 


A strong grained mellow calf- 
skin that is moisture-repellent. 
This leather does not peel or 
chip and is especially adapted 
for a high-grade shoe. Viking 
Calf is favorably known and 
universally used by discrimi- 
nating shoe manufacturers. It 
takes a brilliant polish and is 
offered for the coming season 
in five colors and black. 








Four Famous Staunch Leathers 
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Norwegian 


Veals 


One of Gallun’s specialty leath- 
ers—a heavy, rugged, high- 
grade leather that is the first 
choice of high-grade manufac- 
turers for the popular brogue 
shoe. Norwegian Veals are 
suitable for both men’s and 
women’s shoes and are pro- 
duced in two colors and black. 


Mandarin 


Sides 


A chrome tanned side leather 
made in glazed and boarded 
finish and offered in two colors. 
Mandarin Sides are strikingly 
attractive and of the highest 
integrity. They are designed 
to meet the call for fine shoes 
that can be sold at prices de- 
manded by the great majority. 








A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


H. A. ELY, Manager, 


11 EAST ST., BOSTON, MASS. 


June 18, 1921 
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HEAD-LINERS 
ON THE FLOOR 








No. 1966—Genuine Black Kid One 
Strap, White Kid Inlaid, Full Louis 
Covered Heel, New Process Flexible 
Soles. AA, A, B, C Widths... .$6.15 " Grade Patent Leather 
One Strap, hite Kid Piping, Full 
No. 1967—Same as No. 1966 with Louis Covered Heel, New rocess 
Baby Louis Heel. AA, A, B, C Flexible Soles. a A EE C 
WE, Spidccisadece ebus cues $e. 15 


DD 66%4-46004e460u68 040008 $6. 15 
No. 1968—Same as No. 1966 in Gen- No. 1962—Genuine White Kid, same 
pattern as above, with Patent Leath- 


uine Brown Kid, New Beige Kid In- 
laid. AA, A, B, C Widths... .$6.15 er Band Tip and Piped. 
C Widths 


Your Order Shipped 
Same Day Received 





No. 1961—High Ste 
Black Satin, Whi 
French Cording, Full 
Louis _Covered __ Heel, 
New Process Flexible 
Sole. A,‘ 5,...& 
Widths 


No. 1965—Same sstyle, 
except in New Graceful 
Junior Heel. wee: A, B, 
C Widths ... ” $6. 85 





CHICAGO 
NATIONAL 
SHOE 
EXPOSITION . 


July 5th to 8th 


Our Room 
No 1608 No. 2132—Women’'s High Grade White Cloth 
One Strap, Ball Strap and Ti 14/8 Military Colonial Pump, Full Louis Covered Heel, Turn 
Heel, Welt Sole. A, B, C, D idths..... $4.50 Sole. A, B, C Widths 


NOVELTY SHOE CO. 


“True to Its Name” 


g 32 SO. WELLS ST. — 
Lids Ld VM MMMMdéé;llbea 








No. 1808—Women's Fine all White NuBuck 
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WHAT THE FIFTh SEMI-ANNUAL 


CHICAGO NATIONAL 


SHOE 
EXPOSITION 


Za To be Held July 5th 


AB Sy to 8th at Hotel 
«ll 


You- 





You-- 


You- 
You- 


Sherman 


THE SHOE 
MERCHANT 


Will have an opportunity to examine over 200 
lines of shoes and accessories. 


Will have a chance to compare styles and 
prices of varied lines from all of the markets 
of the country—all under one roof. 


Will be able to select your needs for imme- 
diate use, to be shipped from stock, as well as 
buy merchandise for the coming season. 


Will-be repaid many times the cost of the trip. 


BY ALL MEANS ARRANGE TO BE IN 
CHICAGO FROM JULY 5TH TO 8TH. 


HELD UNDER AUSPICES OF THE SHOE 
TRAVELERS’ ASSOCIATION OF 
CHICAGO, 35 S. DEARBORN ST. 
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Sell Your Community 


Through Its Children! 


Put your children’s department on a 
quality basis that produces steady repeat 
sales. 

The quality that brings the mothers of 
your community back to buy children’s 
shoes again will induce them to buy their 
own shoes from you as well. 

The Sinbac Helthy-Fut Line for. young 
folks of all ages sells on quality and repeats 
on merit. It has withstood the test of 50 
seasons—and is steadily growing in popu- 
larity. 

Why not cash in on this popularity, 
quality and steady sale? 

A postal brings our latest catalog. 


See our complete line on display at Hotel 
Sherman, Room 1504, July 5, 6, 7, 8. 


SINBAC 


ert of 
CHicAGo IL : 


Sinsheimer Bro. & Co., 211 W. Monroe St. 
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Merchants in Chicago for the Chicago National Shoe 
Exposition and Annual Convention of the Illinois Shoe 
Retailer’s Association at the Hotel Sherman, July 5, 6, 7, 


8, as well as merchants thruout the country will be inter- 


ested in 


CANVAS DRI 
ie et 





WT-LAST-A 
4 vhis 


Canvas Dressing 


Positively will not 
rub off and will go 
further than other 
dressings. Guaran- 
teed to contain noth- 
ing that will injure 
the fabric. 


Dressing Facts 


Mr. F. B. Higgins will have charge of 
our display in Room 1525 Hotel Sher- 
man, July 5, 6, 7, 8 


The Sign | 


of Quality 


If your jobber can’t supply you write direct to 


| folVol. PROD. 


ya ORATION 46 
crncAacoe = 


Lustr-Klene 


Undoubtedly the best 
cleaner for light kid 
shoes, kid gloves. 
Preserves the leather 
and will not rub off. 


Solvol Products Corporation 
| CHICAGO, ILL. 


163-5 N. Curtis St. 
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Bi) ECAUSE of its natural location as one of the great distrib- 
uting centers of the continent, Chicago is rapidly becoming 
fiay one of the important shoe centers of the country. Here are 

some seventeen factories with a combined capacity of approxi- 

mately 30,000 pairs of shoes a day. The factories employ 


approximately 4,600 workers. 


In a manufacturing way, Chicago is primarily a men’s high 
grade dress shoe market, although the production list includes 
dress shoes for women, misses and children and also comfort 


shoes, moccasins and several specialty lines. 


The pioneer Chicago shoe manufacturers built their business 
on quality product. Their successors have guarded the reputa- 
tion thus established and have always continued to produce 
reputable, stylish footwear. The business of these factories is 
nation-wide; in fact, it might well be said to be world-wide because 
a considerable portion of the Chicago output is marketed abroad. 
Chicago-made shoes are sold in every city of importance in the 
country. Sixty per cent of the output of at least one of Chicago’s 
largest factories is sold east of Pittsburgh. 








Style has become a mighty word in the footwear world and 
Chicago shoe manufacturers have kept in the front rank of the 
procession. They are leaders in style development and this, to- 
gether with recognized quality of materials and workmanship, 
has kept Chicago factories busy through the period of depression. 


As an in-stock market, Chicago has long been recognized as one 
of the most important shoe distributing centers in the country. 
Many of the older houses have grown up as general line distrib- 
utors. They have appealed to stores doing a general family busi- 
ness and carry everything from soft soled baby shoes to men’s 
and women’s high grade dress shoes. 


The majority of these houses have been in business for many 
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years and have gained and held the confidence of retail merchants 
over a wide area. 


A new development in the Chicago market within a compara- 
tively few years has been the establishment of a great many 
specialty houses that have won recognition throughout the coun- 
try. Several of these houses carry only women’s shoes of the 
fancier type—merchandise that has snap and character. Many 
merchants have come to depend on these houses for the season’s 
wanted novelty style. 


The Chicago market has rapidly forged to the front as a manu- 
facturing and distributing center of juvenile shoes. In the recent 
development of more style in children’s shoes, Chicago houses 
have been in the front rank. Few shoe centers are better 
equipped with in-stock lines of misses’ and children’s and boys’ 
and youths’ shoes of the better class. All told there are over 50 
in-stock distributors of shoes in the great central market. 


Polishes, dressings, laces and similar accessories play an in- 
portant part in the average retail shoe store. The great central 
market has a number of large distributors of this class of mer- 
chandise. 


The ever-increasing demand for better window fixtures and 
store equipment has developed an important industry in the 
Chicago market. Several large concerns are devoting their entire 
energy to the production of window fixtures, interior decorations 
and other store equipment. No city in the country makes as large 
a quantity or as wide a variety of display fixtures as Chicago. 


More and more shoe stores are seeing the advantage of selling 
hosiery to their customers. The public generally and women of 
taste especially are beginning to recognize that the shoe store is 
the proper place to buy hosiery because with low shoes and short 
skirts it is important to have hosiery that exactly matches the 
footwear in color and in quality. 
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Novelty Shoe Co.—Mahogany shade street 
oxford of a pattern sometimes described as the 
“straight wing tip.” Vamp foxing is perforated 
but not pinked. The heel foxing is carried out 
in stitching and perforations. 


Flexible Shoe Co.—Medium tan grain leather 
worked up into a graceful one-strap pattern with 
ball strap. Not only a comfortable, sensible 
shoe, but distinctly stylish as well—a combina- 
tion much to be desired. 


A. S. Kreider Co.—A chocolate colored grow- 
ing girl’s bal of the well-known Annville brand. 
Designed to allow the foot to develop normally 
and naturally. 


Smith Wallace Shoe Co.—Another § chocolate 
colored shoe selected from the Kindergarten line. 
Brown buttons and button hole stitching ina 
contrasting shade make it effective. 





Sinsheimer Bros. & Co.—Here is a two-tone 
shoe for the little tots—dark cream and patent 
with a ring of patent around the top to adda 
finishing touch. The black buttons against the 
cream color of the upper make a delightful 
contrast. 
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J.&. TILT SHOE CO 

















J. E. Tilt Shoe Co.—A medium shade tan 
grain calf of the wing tip pattern with heel and 

. vamp foxing. Foxing, tip and eyelet rows are 
as the heavily perforated and pinked. This model has 
forated the popular flat tread and low heel. 


J. P. Smith Shoe Co.—Another wing tip model, 
this one, however, of light tan grain calfskin. 
, The wing tip extends back to a point just behind 
eather the ball of the shoe. Heel and vamp foxing are 
n wit not so heavily perforated as the Tilt shoe. 
nesible Marion Shoe Co.—A decided novelty in a 
mbina- HM crained patent leather with five rows of stitching 
across the toe cap. The same number of rows 
of stitching appear on the vamp foxing. The 
toe is broad and the sole heavily wheeled, and 
stitched in white. 

















J. W. Carter Chicago Co.—Mahogany shade 
bal with an unique pattern which can be better 
illustrated than described. Note the line of per- 
colate forations extending up the eyelet row, across 
the top of the shoe, then down toward the heel, 








n line 
% parallel with the back stay and the turning 
mn 8 again toward the forepart, almost joining the 

vamp foxing. Orange stitching is used 

O-tone Florsheim Shoe Co.—Men are beginning to 
natent buy blacks. Here is one of the Florsheim offer- 
| id ings with single ball strap. Finely stitched eye- 
wage: let row. The same stitching will be noted along 
st the the vamp foxing. The sole is stitched in white. 
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Introducing 
Our High Grade 


Dr. Goodwin’s 


Specially Constructed 
All Leather Shoes 


for 


Children 
11 Distinct Styles 


at Popular Prices 











Don’t fail to see this line at the 


Chicago 
Shoe Exposition 


July 5th, 6th and 7th 


Hotel Sherman 
Room 1614 
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An extra strong line of Infants’ and Children’s Shoes is 


now ready for Fall 


See Us Before Placing Your Felt Business 
We Can Increase Your Profits 





HENRY KLEINE & COMPANY 
208-214 WEST LAKE STREET, CHICAGO, ILLINOIS — 


ESTABLISHED 1876 
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He is saying:= 
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*‘Good evening, Madam! Why not get Foot 


Relief at my store? I carry a full line 


of Dr. Scholl’s appliances and remedies.”’ 


Suppose you could go right into their homes and talk 
to the readers of this tremendous Foot Comfort Week 
advertising just like that, bringing them into your store 
to purchase the items described in the full-page magazine 
ads. 

You could make that advertising as much your own as 
though you had put it there yourself, forcing it to work 
for you, pouring its profits into your till. 

And that, in effect, is just what Dr. Scholl’s wonder- 
ful system of Planned Dealer Helps do for recognized 
Dr. Scholl Dealers. They are like nets which catch and 
hold for them every atom of business which results from 
the great advertising offensive in the nation’s leading 
periodicals. 

These Dealer Helps work through four different chan- 
nels;—your local newspapers, your local movies, your 


window displays, and through the use of direct-by-mail 
literature in the form of booklets, circulars, leaflets, etc., 
which are placed in the hands of your prospects by care- 
fully prearranged plans. 

That is why Dr. Scholl’s advertising produces so richly 
for Dr. Scholl Dealers and why Shoe Merchants generally 
all over the U. S. and Canada are so keenly interested 
in the mighty campaign now going over BIG in connec- 
tion with Dr. Scholl’s Fifth Annual Foot Comfort Week. 


If you are not cashing in on this event—if you have 


never had the Dr. Scholl plan fully explained to you — 
write at once and our complete proposition will be 


immediately sent you. 


The Scholl Mfg. Co. 


World’s Largest Makers of Foot Relief and Orthopedic Appliances 


339 Broadway, New York 


D: ‘Scholls Foot ComfortWeelc 


213 W. Schiller St., Chicago 
LONDON PARIS STOCKHOLM 


112 Adelaide St.; E. Toronte 
BUENOS AIRES CAPE TOWN 


June 18th~ 25th 
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Downtown Sample Room: 
20 South Wells 
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We want YOU to be 
sure and see our Line 

of Samples in 
Room 1603 

Hotel Sherman 
Chicago National Shoe Exposition 
July 5-8 inclusive 
Manufacturers of Men’s and Women’s 
Extra Quality 
Footwear 

CHICAGO, ILL. 


J. E. TILT SHOE CO. 
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Factory and General Offices: 
Kingsbury and Roberts St. 
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KINDER-GARTEN 


WELTS and TURNS 
OLID leather construction 


See our Full Line - 
4 helps to make “Kinder- 
On display Room 1502, Garten” Welts and Turns 
Hotel Sherman, the best built shoes for children 
July 5-6-7 that can be made. 

The upper stock and sole 
leather—in fact all materials 
used in the manufacture of these 
good shoes—is carefully selected 
for quality. 

*“‘Kinder-Garter®’ Welt No. 
3275, illustrated, is a “running 
mate” for the famous No. 3255. 
No. 3255 is a button—No. 3275 
is a lace. Both are absolute 
leaders. 

' 3275—*Kinder-Garten” Welt, 
Black Overweight Vici Kid Slant 
Top Lace, Stock Tip, Chrome 

814 to 
40 








3276—Same, 5 to 8 
3274—Same, 1214 to 2..$2.85 


‘““Made Stronger to Wear Longer”’ 


? 
Kinder-Garten Welts and MITH- ALLACE ee 


Turns—“‘Every” Pair Is Full 


of Wear” SHOE Co. CHICAGO Strong Outside” 


SSTASLisnusm 164 











Thisis No. 1141 
Made in _ sizes ww, 
Y-V2-54-%-1 In. 








Women Respond Easily 
To Style Appeal, But 
Men Must be Shown. 





“ANCHOR BRAND” BUCKLES 
BREAK DOWN ALL PREJUDICE 








Commonplace arguments will not persuade 
men to abandon their conventional footwear in 
favor of more stylish modes. 

Buckles are seen first, hence good judgement 
should be used in their selection by shoe man- 
ufacturers, thereby adding momentum to the 
campaign for making men’s shoes attractive and 
pleasing to the eye as well as the feet. To 
purchase buckles carelessly is to handicap deal- 
ers who distribute footwear. 

We manufacture an extensive line of buck- 
les for men’s shoes at attractive prices. They 
are made in latest designs, standard sizes and 
finishes, and sold by leading jobbers throughout 
United States and Canada. 

Upon request samples with prices will be 
mailed without charge, and we shall welcome 
the opportunity of serving you. 


NORTH & JUDD 
MANUFACTURING CO. 
* NEW BRITAIN, CONNECTICUT. 
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Women’s rest room, the Maxwell House Shoe Company, Nashville, Tenn. 


OME time ago, the Recorder called 
attention to the number of new and lux- 
urious shoe stores being opened in various 
parts of the country and the complete re- 
modelling of others to conform to the tend- 
ency of the times. Here is another ex- 
ample—the remodelled store of the Maxwell 
House Shoe Company of Nashville, Tenn., 
one of the leading shoe stores of the south, 
making it a pleasure to buy, as well as easy, 
is a good policy to adopt. 


The men’s shoe window 


N showing here some of the new features 
of the Maxwell House store we have 
purposely featured the women’s rest room. 
Viewed from one angle, this is a non-essen- 
tial, however, what better asset could a 
store have than a room of this kind where 
women, whether tired or otherwise, can 
arrange to meet friends on a shopping tour? 
Thought devoted to just such aspects of 
store service as this goes far toward making 
and keeping customers. 


Main floor of newly remodelled store 
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WHITE SHORTAGE MAY DEVELOP 


Active Retail Demand for Sports 
Footwear Alarms Some of the 
Merchants 


The retail trade is getting into its 
summer run of business and the white 
goods are beginning to move freely, 
in both the dressy and the sport types, 
the latter having an especially good 
call, particularly the black and white 
combinations with a wide range of 
trimming from -the. outline.in black 
around the collar, vamp, etc., with a 
tip band all the way to the full ball 
strap type, with foxing, etc. How- 
ever, the ball strap effect is best in 
the imitation or semi-imitation type 
which relieves the heavy effect ma- 
terially. 

Of course, in the other divisions 
of the trade the strap effect in its 
infinite variety, is strongest in call 
and the demand is good for all classes 
of light-weight footwear suited to the 
hot weather period. Retail merchants 
generally are now becoming fearful 
that they have not been sufficiently 
liberal in their advance orders for 
white goods, both locally and through- 
out the St. Louis trade territory. In 
fact the most accentuated situation 
in this respect is in the smaller cities 
and towns where the dealers have 
been excessively cautious and are re- 
peating their pre-Easter experience 
in the white goods and are more than 
likely to do the same thing in their 
fall goods. Locally trade is improv- 
ing and there is evidence of increas- 
ing employment with its consequent 
effect upon trade in general. 


MORE FALL ORDERS PLACED 


Advance Bookings Show Improvement 
But Falls Short of Normal 

The orders which are coming in to 
the wholesale houses and manufac- 
turers for fall delivery continue to 
show improvement as to shipment 
dates and volume, but the aggregate 
is still a long distance away from 
what it should be if retail merchants 
are to be protected against their lo- 
cal demands when the fall season 
opens. The generally improving con- 
dition of business, with steadily in- 
creasing employment throughout the 
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St. Louis 
St. Louis trade territory to which is 
to be added this fall the bettered con- 
dition of the farmer, means in the 
opinion of those studying the situa- 
tion, that retail trade this fall and 
winter ‘will be much better than it 


“has been and that the supplies on 


hand, judging from the orders which 
are being and have been placed, will 
be insufficient to meet the require- 
ments of the period. As to prices, 
however, the trade is beginning to 
realize that the bottom has been 
reached in the shoe lines at least and 
that there is not likely to be any fur- 
ther readjustment downward, rather 
in the other direction in consonance 
with the trend in materials at the 
present time. Most of the improve- 
ment in the call for fall goods is in 
the staple lines of course, but if these 
can be put out of the way the fac- 
tories will be in much better condi- 
tion to meet any rush there may be 
for novelty footwear that is delayed 
in the ordering. The factories are in- 
creasing production wherever it is 
possible, but the supply of skilled la- 
bor is not exactly plentiful and most 
of the gain which the plants can make 
from now on will have to be in the 
speeding up of the forces now avail- 
able and the development of greater 
efficiency. There is no anticipation of 
any shutting down of the plants this 
summer as the orders ahead practical- 
ly preclude that, while the character 
of the business on which the plants 
are now working makes it clear that 
the seasonable goods for fall and win- 
ter which have not been ordered will 
keep the factories going clear up to 
the first of the year at least. In fact, 
many of the large houses and also the 
specialty plants report the largest 
business in their histories. Current 
shipments on fill-in business are also 
good and most of the in-stock depart- 
ments report difficulty in keeping 
their floor stocks in shape to meet 
the call for immediate delivery goods. 


_LOW CUTS FOR FALL 
Little Evidence of Increase in Boot 
Demand Even for Early Winter 
The local opinion as to styles seems 
at present to be that the low effects 
will run far into the fall and winter 


5 


season and the trade generally sees 
very little evidence of increased 
strength in the demand for high foot- 
wear, boots, etc. However, it is rec- 
ognized that fall and winter weather 
conditions may effect a change in this 
situation and readjust the proportions 
between the high and low divisions 
of the trade during the coming sea- 
son. While it is anticipated that the 
low cuts in varied types, but espe- 
cially in the oxford, will run late into 
the fall and winter season there is 
little or no disposition to push fur- 
ther the wool hosiery idea as was done 
in past seasons. There seems to be 
a decided tendency in the St. Louis 
trade at least to abandon the wool 
hosiery with low shoes as a winter 
idea, but whether this means that 
high boots will resume their strength 
or that the open winter that has just 
passed will repeat and enable the use 
of pumps, strap effects, etc., again 
pretty much all winter, is not yet 
clear. There were very few days last 
winter that even satin pumps were 
not to be seen on the streets and it 
may be that history will repeat itself. 
In the men’s lines the present idea 
seems to be that brogue types will sell 
during the coming fall and winter, 
but rather in the imitation than the 
full brogue style. The men’s lines, 
however, are expected to run to the 
high boot around October 1 and there- 
after through the winter, regardless 
of the disposition of women to wear 
low, lightweight footwear in season 
and out of season. As the matter 
of prices, with the readjustments that 
have taken place in wholesale figures 
the feeling is that the volume selling 
will range around $6 to $7 in both 
men’s and women’s goods this coming 
winter. 

In commenting on the outlook for 
fall and early winter, Charles S. 
Strayer, sales manager of Johansen 
Brothers Shoe Co., said that of 
the considerable amount of advance 
business booked, 90 per cent calls for 
oxfords and strap effects in slippers, 
with boots making a poor showing— 
approximately 10 per cent. White 
fabrics and white kids are still hold- 
ing first place in the immediate de- 
livery end of the business, he said, 
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— to Buy 
Women’s Shoes 


BOUDOIRS IN STOCK 
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Westcott Whitmore Co., Syracuse, N. Y. 
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BOUDOIRS AND BALLETS IN STOCK 

Fine Chevrita Kid Hand 
Turned Boudoirs, Quilted 
Sock. Black 

















2% to8. Wom- 
en’s Fine Black 
Kid_ Ballets. 
Bench Sewed Turns. sizes 2% to 7. $1.60. 
yBame in Misses” 11% to 2,.$3.50. 5% 10 days. 
SALEM SHOE CO., Salem, New Hampshire 




























COLLINS & STAPLES 
Makers of 
Hand Turned Low Cuts 


ties in colored suedes, 
——— 


Factory 
138 Fihcents Row 


verhill , Mass. 
183 Essex 8t., Boston 
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Genuine 
MONMOUTH MOCCASINS 


Nature’s Footwear. No 
Breaking In. For Bvery 
Out Door Need. Amer- 
lea’s Best and Oldest 
Line. 2% Styles in Stock. 
Write for Catalog. 

JOHN sol ae OE 


Monmouth, 
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BLEECKER STYLES 


Are the last word in footwear 
for stylish wo 
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BOUDOIR 
SLIPPERS 































VS ing in Medium and+ 
+R IGH GRADE Sia 
A OR SuPPERs A 


all styles made Of Domestic and 
Imported Satin Brocadesand Metal Cloth. 


$220 per pairandup 
NEW YORK J 


i aE M GUSTIN Co 
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and books of the company show a de- 
cided sales increase in May, both in 
pairs and dollars, over sales of last 
May. 


Plan to Discuss N.S. R. A. Convention 

The St. Louis Shoe Manufacturers’ 
and Wholesalers’ Association held 
their monthly meeting Friday noon, 
May 27, at the Statler Hotel. Pres- 
ident Paul B. Jamison of Friedman- 
Shelby Shoe Co., presided. It was 
expected that the matter of con- 
vention booths and displays would be 
brought up, but due to the absence 
of Beverly Jones, chairman of the 
Convention Committee, who was in 
Chicago gathering information on the 
convention the matter was deferred 
until the next meeting. The an- 
nouncement that exhibitors’ displays 
would probably be uniform next year 
was met here with much approval. 
The sentiment expressed by indi- 
viduals who exhibited last year in 
Milwaukee was to the effect that 
standardization of displays and ex- 
hibits would eliminate extravagant 
spending. 


MUST AID THE FARMER 
So Says Speaker in Addressing Meet- 
ing of Shoe and Leather Club 


The weekly meeting of the St. 
Louis Shoe and Leather Club was held 
Tuesday evening, May 31, at its club 
house, 3627 Lindell Boulevard. Pres- 
ident A. A. Tilden of the George E. 
Belcher Last Co. ‘presided. After 
Secretary E. L. Fisher of the A. S. 
Patton Leather Co. read the minutes, 
the principal talk of the evening was 
made by Carl J. Baer, manager of 
the Development Service Bureau, St. 
Louis Chamber of Commerce. Mr. 
Baer pointed out that the desertion 
of the farms in the last few years was 
a serious menace to the shoe and 
leather industry in that the basic ele- 
ment in the industry was primarily 
beef cattle, and unless this was de- 
veloped economically on the farm in 
years to come the business would 
suffer for lack of raw materials. The 
remedy as outlined by Mr. Baer was 
to make the farms attractive to cff- 
set the lure of the city with its higher 
wages and social advantages and to 
give the farmer a larger share of 
the profit. 

It was also announced that on July 
1 the club will have to vacate its 
present quarters and that a new club 
house has been purchased at 3723 
West Pine Boulevard. The new building 
contains 18 rooms and will be 
equipped with gymnasium, hand ball 
court and all club conveniences. The 
club is selling notes in denominations 


of $100. The annual moonlight ex-— 


cursion will be held Friday evening, 
July 11. ; 


Johnson With Vinsonhaler Shoe Co. 


P. A. Johnson, formerly assistant 
manager of the Walk-Over stores 
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here, is now connected with the Vin- 
sonhaler Shoe Company. At present 
Johnson is in the south getting ac- 
quainted with the trade in that terri- 
tory. The company reports that its 
steck of whites, which was the larg- 
est ever carried has been practical- 
ly depleted. A greater part of the 
fall buying has been finished and it 
is asserted that the line will carry a 
greater portion of the medium shades 
of calf skin in low heel oxfords and 
brogue effects. Patent leather with 
white stitching will receive recog- 
nition in the line. There is a tendency 
toward a little fuller toe in the fall 
styles, which will shorten the vamp 
slightly, it was asserted. 


Style Trend Discussed by Merchants 


The monthly dinner of the Associ- 
ated Shoe Retailers for June was held 
on the 15th and was the last for the 
season, adjournment being taken un- 
til September, when the annual out- 
ing, at which the ladies will be guests, 
will be had. At the dinner the neces- 
sary committees were appointed for 
the outing preparations and they 
with the officers given power to take 
whatever steps might be necessary. 
Most of the evening was given over to 
the discussion of trade conditions and 


_ style developments for fall, the mem- 


bers generally participating in the 
debate. Another matter presented 
for the consideration of the associa- 
tion was co-operation with other civic 
bodies in the erection of a convention 
hall suited to the needs of the city 
as a memorial to the men who served 
in the European war. 


New Ames’ Store Has “Efficient 
Interior” 

The opening for business of the new 
store of Frank Ames’ Shoe Co., which 
was reported recently in the RECORDER 
has presented to the retail trade a 
men’s shoe store that is somewhat un- 
usual in its measurements and char- 
acteristics. The store is but 20 feet 
wide and 72 deep with an 18 foot 
ceiling, but the efficiency of the in- 
terior arrangement makes it possible 
to handle a large trade very expe- 
ditiously and without confusion. In- 
cidentally, the stock is so arranged 
that it is within reach of the sales 
force without the use of ladders. The 
interior is finished in a gray, the light- 
ing is indirect and the window space 
is exceptionally large for so narrow 
a store, the display space being ar- 
ranged on both sides of the door in 
recessed manner. Mr. Ames reports 
excellent trade since removal, indi- 
cating that his change to the opposite 
side of the street from his former lo- 
cation was not ill-advised. 


Travelers Hold Get-Together Meetings 

This is the period of the summer 
gatherings of the traveling salesmen, 
who are for the most part able to 
get out of their territories for a few 
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days at least to attend their annual 
conventions. The Egyptian Hustlers, 
who cover southern Illinois, met at 
Marion, Ill., June 9, 10 and 11 with 
an unusually large attendance, which 
included most of the shoe men cover- 
ing the lower half of the “Sucker 
State.” In addition to the amuse- 
ment and entertainment provided a 
part of the program was devoted to 
practical matters, among the speak- 
ers being Bert Barnett, advertising 
manager for the Friedman-Shelby 
Branch of the International Shoe Co., 
who discussed “Adevrtising and Deal- 
ers’ Helps.” Another convention was 
that of the Frisco Travelers, who cov- 
er territory along the line of the 
Frisco Railroad in Missouri, on the 
same dates as the Hustlers’ conven- 
tion, while the United Commercial 
Travelers, a benefit organization, held 
their meeting at Hannibal June 3 
and 4. 


Wholesale Business Shows Increase 


Fred Doerr, of the F. L. Doerr 
Shoe Co., in comparing this year’s 
business with that of last year of the 
same period, stated that in dollars 
and cents a notable advance had been 
made. Unlike a great many of the 
jobbers on Washington Avenue, Doerr 
has been able to meet the demand for 
white shoes. A special supplement 
of footwear novelties in the way of 
a broadside is being sent out. 


R. J. & R. Building Is Sold 
One of the factory buildings which 
has been occupied by the Roberts, 
Johnson & Rand Branch of the Inter- 
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national Shoe Co., at Grand ave. and 
Hickory st., and which re-arrange- 
ment of facilities has made unneces- 
sary to the company, has been dis- 
posed of to an electric lamp manu- 
facturing company. The factory spuce 
is about 40,000 square feet and the 
capacity heretofore had has _ been 
made available in other locations for 
the shoe concern. 


Leather Company to Build Addition 
The Herman Oak Leather Co., of 
St. Louis, L. C. Herman proprietor, 
has completed arrangements for the 
construction and equipment of addi- 
tional factory space, two stories and 
basement, 70 x 24 feet. The building 
will be of brick and will be located at 
4030 N. Main Street. It was made 
necessary by increasing business. 


Heavy Leather Purchases Reported 

A considerable number of the St. 
Louis factories are reported as. hav- 
ing been heavy buyers recently of the 
staple upper leathers and sole leathers, 
in the belief that prices have reached 
their lowest and that the tendency 
from now on will be upward. One 
of the largest purchases reported in 
the shoe district was of about 200,000 
backs, both oak and union, while calf 
skins and kids are reported to have 
been bought freely just before the 
recent stiffening in prices. It is also 
stated that there has been consider- 
able buying of black leathers, and 
particularly of available patents in 
the belief that there will be increased 
call therefor. ‘ 








New Boyd-Welsh Factory Addition 











Where toBuy 


Women’s Shoes 

















“WOMEN’S McKAY 
Slippers and Boots 


of Character 
HARRISON-LOCKWOOD CO. 
Zoster, Roveshi, _. 














Lower Priced 
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MAID-RITE FELT SLIPPER CO., Inc. 
163-169 Livingston St., Brooklyn, N. Y. 
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FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 











WOMEN'S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S, Rubber Heels Attached 
TURN NOVELTIES 

On All Lasts 


ts \ 
Inquiries Promptly Answered 


Felstiner-O’Connell ShoeCo.,Inc. 
41 Washington Street - - - Haverhill, Mass. 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass, 
Boston Office 


























There is no surer sign of the continued growth and development of St. 
Louis as a shoe manufacturing center than the large factory addition now 
being erected by the Boyd-Welsh Shoe Co. The new addition will be ready 
for occupancy around July 15 or August 1. It is a three-story building of 
reinforced concrete steel construction. The interior is lighted through steel 
sash windows which fill nearly all of the exterior walls of the building. The 
factory will be about 400 feet in length and will be one of the best con- 
structed and most modernly equipped women’s shoe factories in the United 


States. 
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WHITE SHOES LEADERS 


Attractive Windows Feature Snappy 
Creations—Straps Popular Sellers 


The big feature of the retail trade 
just now is white footwear in buck 


and in canvas, and in the ever pop- 
ular strap for women. There are one, 
two and three straps, Louis heels, 
Cuban and military heels. There are 
many and varied strap patterns. The 
two strap in canvas with the Junior 


DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy”’columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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BALLET SLIPPERS 


Ready To Ship NOW 


Black Cab., at $1.40, Black Kid, $1.65, 
for women’s, Five cents between runs 
on misses’ and children’s. Special prices 
in 1000 pair lots. Let us hear from you. 


HAMMOND SHOE CO. 
7 Fleet Street, Haverhill, Mass. 











Howard & Foster Co. 
Men’s and Women’s Welts 


Address ali Communications to the 
factory at 


Brockton, Mass. 








Harding Shoe Co., Inc. 


Makers of ig me Turn Shoes Spectalieing 
in High Grade Novelties 





NEW YORK BOSTON 
D. F. — 207 Exsex St. 
Bernard L. Durgin 
Factory: 


Haverhill, Mass. — 








A HIGH-STYLE LINE 
OF 
Women’s Fine Turns 
and Novelties 


TESSIER & BOWDOIN 
50 Phoenix Row Haverhill, Mass. 








Strap Sandal 


of bright cab., with 
low heel. 

IN STOCK 
PRICE $1.65 
Also 2 and 8 straps. 
Five cents extra for each strap. 
Terms 2/10 net 80. 


Bay State Slipper Company 











Haverhill, Maas. 
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HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday “ 
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Louis heel is in big demand—some 
retail shoe merchants report they 
cannot get enough of them. White 
canvas in the baby Louis is a volume 
seller and hard to get on short notice. 
Black, brown and gray footwear is 
also selling to some extent. 

Boston windows are particularly ef- 
fective. Some stores show prices in 
connection with the shoes. Others 
show shoes minus the price marks. 


Novelties for Women 


A novelty in a black patent was 
noted in the window of R. H. Tuttle 
Co. This carried three straps with 
a little silver buckle placed in the 
exact center of the straps. The shoe 
had a full Louis heel and five double 
and graduated rows of white stitch- 
ing extending from the back of the 
shoe toward the vamp. In the same 
window was a woman’s shoe in pearl 
gray buckskin with blue kid decorated 
toe, blue kid straps buckle fastened- 
military heels. A shoe in a darker 
gray buckskin had wine colored 
leather trimmings, a decorated toe, 
and military heels. 


Women’s: Sport Styles 


At the store of T. E. Moseley Co. 
sport shoes for women were well dis- 
played. A white canvas shoe for 
women with calf tips and trimming 
of black or brown, and with rubber 
soles and heels, or leather soles, has 
been a good selling number. George 
E. Wirth of this store reports that 
there has been a big demand for 
straps in blacks, browns and whites— 
all selling well. As to men’s styles, 
J. H. Woodbury reports that the fa- 
vorite color is the dark shade of tan— 
that even the majority of the young 
men seem to prefer that shade to 
the light—probably 85 per cent. Mr. 
Woodbury says that the men’s shoe 
business is “coming along strong” 
and volume business is being done 
on the plain styles, with soft toe. 


An Effective Display 


A beautiful shoe window was re- 
cently trimmed at the R. H. White 
Co’s store. A mahogany and leaded 
glass background has recently been 
installed in this window—also a new 
light oak floor. This window is so 
large that many groupings can be 
arranged. Men’s sport shoes were 
placed around a table in one corner 
of the window. One was turned so 
that the rubber heel and sole were 
displayed and emphasized by a ma- 
hogany cane, with silver handle rest- 
ing against the rubber sole. At the 
other corner of the window were wo- 
men’s sport shoes, grouped beside 
some golf sticks. There .were also 
women’s dress and women’s business 
shoes. A Roman sandal of black 
suede rested on a gold kid skin. 
White shoes, black, gray and brown 
shoes were displayed. Very effective 
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was the children’s shoe group, the 
little red kid Roman boots standing 
out prominently. 

A huge vase of carved mahogany 
filled with yellow tiger lillies oc- 
cupied the center back of window and 
some old blue velour gave another 
artistic color motif. 


Soft Toes Popular 


At Coes and Stodder’s, the new soft 
toe saddle strap oxfords are popular. 
These are shown in genuine tan 
Scotch grain at $10.50; in genuine 
black Scotch grain at $10.50; also in 
genuine black shell cordovan and gen- 
uine cherry shell cordovan, at the 
same price, and in tan boarded calf 
skin at $9.50. 


New One-Room Store Planned 


Connell, Carey & Goodhue, who 
about three months ago entered the 
retail shoe business on the eighth 
floor of the Little Building, have been 
enjoying such a good business that 
on September 1, they are to open 
another room to be devoted exclu- 
sively to men’s shoes. This will give 
them two little shops, one for women 
and one devoted exclusively to men. 
The firm reports an excellent May 
business. 


H. E. Hagan on Long Trip 


Henry E. Hagan, president of the 
Massachusetts Retail Shoe Merchants’ 
Association, and an N. S. R. A. direc- 
tor, left Boston June 1 en route for 
the big California Convention, stop- 
ping off at various cities to address 
groups of the retail shoe merchants 
on the subject of firm membership in 
the National Association. On his way 
West he visited Chicago, Des Moines, 
Omaha, Denver and Salt Lake City. 
On leaving San Francisco he will 
visit Los Angeles, Portland, Ore., 
Seattle, Spokane, Livingston, Mon- 
tana; Gardiner, Montana; Minneapo- 
lis, Milwaukee, Chicago, Philadelphia 
and New York. He expects to be 
back in Boston about July 12. 


Last Company Elects Officers 


Worcester, Mass.—At a meeting of 
the Goldbert Last Co. of Worcester, 
held in that city May 21, the follow- 
ing officers were elected: President, 
Arthur B. Taylor; vice-president and 
assistant treasurer, A. J. Williamson; 
treasurer, Louis A. Wheeler. All of 
these men have been actively asso- 
ciated with the Golbert Last Co. for 
many years. The founder and orig- 
inal president of the company, R. L. 
Goldbert, died a few weeks ago. He 
was one of the pioneers in the last 
industry in this country. 
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MEETINGS SUSPENDED 


No More Meetings of Rhode Island 
Merchants Until Fall 


The officers of the Rhode Island 
Shoe Retail Dealers’ Association have 
decided, as is the usual custom to 
suspend meetings from now until fall. 
Special meetings will be called at dif- 
ferent times of which all members 
will be notified. The officers of the 
Rhode Island Shoe Retail Dealers’ 
Association are George E. Pierce, 
president; J. A. Thomas, vice-presi- 
dent; Fred S. Fenner, treasurer, and 
W. W. Monroe, secretary. 





Silk Hosiery Trade Good 


Once upon a time ankles were hid- 
den; but fashions have changed. Brief 
skirts and strap pumps have made 
hosiery important. Stockings must 
be fine. They must be thin. They 
must be at once pretty and service- 
able. In a word “they must have 
stockings,” said one Westminster 
Street merchant who was displaying 
and offering to the trade recently pure 
ingrain silk stockings in shades of 
brown, grey, black and white at 
$3.50 pair. Several other merchants 
state that hosiery trade is excellent. 
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Providence 


Store in New Location 


The Sterling Shoe Company has 
moved into its new home on Weybos- 
sett Street at Richmond. The new 
quarters are more than three times 
as large as the old one. Increased 
business was the reason given by 
Manager Pearlman for the lease of 
so large a floor space. 


Novelty Effects Continue Good 


Novelties in women’s shoes continue 
in brisk demand. Business in men’s 
footwear still continues quiet. Of 
white footwear, several Rhode Island 
merchants report having already sold 
quite a considerable number of pairs. 


Buyers’ Sale at Outlet 


Once each year the founders of the 
big Providence Outlet store relinquish 
their personal supervision and turn 
the store over to the Buyer. Man- 
agers club to conduct a sale accord- 
ing to their individual ideas, each 
buyer trying to outdo the other. In 
the shoe department for June 7 (Buy- 
ers’ Day) $6 to $10 low shoes in the 
very latest styles and shades were 
offered at $3.29 a pair. Assistant 
Manager L. Steiner says business was 
good. 


Indianapolis 


RETAIL BUSINESS BOOMING 


Merchants May Find Stocks Gone 
Before Season Is Over 


With ideal summer weather pre- 
vailing for the last three weeks busi- 
ness with the Indianapolis shoe mer- 
chants has been excellent. Whites 
and sport styles in practically all of 
the downtown shoe stores have had 
an exceptionally good early season 
response—so good, in fact, that if 
the weather continues as it has since 
the middle of May some of the local 
merchants are going to be caught 
without enough stock on hand to sup- 
ply the demand. 

As a rule the summer white season 
in Indianapolis never gets under way 
until the last few days of May or 
the first part of June. This year the 
weather man dished out some 88 and 
90 degree weather about the middle 
of May and kept it up until the lat- 
ter part of the first week in June. 
As a result women virtually fell over 
themselves getting into the shoe 
stores for white footwear. The de- 
mand to date has without a doubt 


been the greatest in the history of 


the local stores. 


Whites and Combinations Lead 


White buck and canvas and two- 
tones in black and white have been 
the leading sellers at the Fashion 


Boot Shop, Indianapolis, for the last 
few weeks, according to Edgar Hart, 
proprietor and Edward Haldy, man- 
ager. The demand for this kind of 
footwear has been so great that there 
is not much of a variety left. Mr. 
Hart and Mr. Haldy are becoming 
just a little uneasy over some of 
their additional shipments which were 
due to arrive some time ago, but 
which so far have failed to appear. 
If these additional shipments do not 
arrive pretty soon, most of the stock 
of whites and sport novelties at the 
Fashion is going to be entirely de- 
pleted. Several of the other local 
stores are almost in the same boat. 


Working on Petot Store Addition 


Workmen have been busy for the 
last few weeks getting the new ad- 
dition to the Petot Shoe Company’s 
store at 6 and 8 North Pennsylvania 
street, ready for occupancy. The 
company has obtained a twenty-year 
lease on a store room which fronts 
on Washington street and which ad- 
joins the inner wall of its present 
store. The wall is to be torn out, giv- 
ing the Petot store an L shape and 
providing it with two entrances, one 
on Washington street and the other 
on Pennsylvania street. The new ad- 
dition has a frontage of 17% feet and 
depth of 60 feet. An attractive new 
front is being built for the Washing- 
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ton street side, the interior of the 
store is to be redecorated and pas- 
senger elevators are to be installed. 
L. A. Van Kirk, one of the partners 
in the company and the manager of 
the store, says the work probably will 
be completed by July 1. The store 
now handles women’s shoes exclu- 
sively, but will add a line of men’s 
shoes as soon as the improvements 
are completed. The Petot Shoe Com- 
pany was established in Indianapolis 
in February, 1919. 


Women’s Low Shoes Sell Well 


The William H. Block Co. depart- 
ment store this week offered for sale 
more than 5,500 pairs of women’s 
pumps and oxfords at prices of $6.90, 
$7.90 and $8.90. Included in the al- 
lotment were ’gray suedes, brown 
suedes, black suedes, black and brown 
satins, brown kid, tan calf, black kid, 
some buck tan calf, trimmed sport 
oxfords and trimmed sport strap 
pumps. The sale met with an ex- 
cellent response. 


Price Display “Makes” Sale 


The Peyton Bros. shoe store at 
1115 Wabash avenue, Terre Haute, 
has been staging a monster shoe sale 
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for the last two weeks. One of the 
features of the sale is that the price 
of each pair of shoes is marked in 
plain figures on bright green tags 
which have been attached to the front 
of each shoe box in the store. 


“July Sale in May” 


A “July sale in May” was the name 
of a recent two-week selling event at 
the Quality Shoe Shop, on East Main 
street, Fort Wayne. A. J. Lehman, 
manager of the store, said the sale 
was the most successful he has ever 
conducted. Saturday, May 28, was 
the biggest day of the entire two 
weeks. 


Will Add Shoe Department 


A shoe department for men and 
women is to be added to the Quality 
department store at Columbia City in 
the near future, according to a re- 
cent announcement. S. M. Markley 
and Julius Uhkemann, proprietors and 
owners, have recently taken into 
partnership with them, Eugene Wil- 
lits, who will have charge of the new 
department. Heretofore the store 
has specialized in wearing apparel. 
Extensive repairs and improvements 
are to be made in the establishment. 


Milwaukee 


HEALTHY DEMAND FOR WHITES 


Sport Shoes in Demand—Retail 
Trade Generally Good 


The first half of June brought out 
a healthy demand for white shoes, 
although weather conditions were 
extremely changeable at frequent 
intervals. Nevertheless the call so 
far under unusual circumstances has 
been so good that Milwaukee shoe 
dealers believe the hot weather will 
witness one of the very best white 
shoe years on record. This applies, 
however, more to the women’s goods 
than men’s, for relatively few have 
been sold so far. It is early for a 
good run on men’s white footwear 
and better things are expected later. 

Sport shoes for misses’ and women 
have been moving very satisfactorily, 
there being a healthy fad in favor 
of sport dresses this spring and sum- 
mer. The pleated skirt with a jacket 
or sweater may be seen on about one 
out of every three young women on 
the streets of Milwaukee. The shoes 
cover a wide range of combinations 
of colors, styles and leathers. The 
Cuban heel and the flat heel are about 
equal in popularity. The plainer low 
cuts in white canvas or buck also are 
extensively worn with sport suits. 

With the retail situation probably 
more active than had been expected 
by most elements of the trade, the 
manufacturers in Milwaukee find a re- 
flex in gradual improvement in or- 
ders. These, however, are placed al- 
most entirely for immediate or 


prompt shipment. Dealers for the 
most part are filling in stocks from 
week to week, and even from day to 
day. They are buying little at a 
time, but the volume of all is fairly 
large. Work shoes are moving some- 
what better, with improvement in the 
general labor situation. Merchants 
are not speculating on any big busi- 
ness from workingmen until after 
July 1 or August 1, when the rail- 
road labor situation, for one thing, 
will come nearer readjustment. 


Mayer Opens Branch Factory 


The F. Mayer Boot & Shoe Co., 
Milwaukee, on June 15 opened a 
branch factory in Beloit, Wis., with 
an initial force of about fifty skilled 
and semi-skilled women operatives. 
The plant is equipped for upper fit- 
ting and the capacity is about 500 
pairs a day. If present plans work 
out, the Mayer company later expects 
to do cutting in the new Beloit fac-: 
tory and contemplates a capacity of 
1200 pairs a day. The branch oc- 
cupies the building at 624-626 Fourth 
Street, which later will be remodeled 
into a permanent factory or replaced 
by a new model workshop building. 
The Mayer company chose Beloit for 
a number of reasons, among them be- 
ing the relatively large supply of la- 
bor skilled in upper fitting ladies’ 
shoes in that city. Beloit has a num- 
ber of boot and _ shoe — factories. 
George F. Mayer, secretary of the 
F. Mayer Boot & Shoe Co., spent some 
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time at Beloit in the last two or three 
weeks supervising arrangements for 
the opening of the new factory. 


Too Many Laws, Says Jung 

“The legislature is blasting Wiscon- 
sin with too many laws. A special 
session of the legislature should be 
called to repeal at least 95 per cent 
of the statutes which are now strang- 
ling the industries and business of 
Wisconsin, and then insist on the en- 
forcement of the other 5 per cent.” 
In these words Henry Jung, a prom- 
inent boot and shoe manufacturer of 
Sheboygan, Wis., voiced the sentiment 
of manufacturers and merchants of 
this locality, when appearing before 
representatives of the Industrial 
Commission of Wisconsin at a hear- 
ing on the proposal to increase the 
minimum wage scale of women and 
minor employees. Mr. Jung repre- 
sented the three principal shoe factor- 
ies of Sheboygan, namely, the Lever- 
enz, Jung and Sheboygan. He broadly 
opposed the minimum wage law prin- 
ciple as having proven that it does 
not develop efficiency, but tends to 
hinder it. He said he realized that 
the Industrial Commission is not re- 
sponsible for the law, but it can make 
it more offensive even than it is at 
present by the power conferred upon 
it to increase the minimum wage 
scale. A decision will be made later 
by the commission, which is now com- 
pleting a series of hearings in all sec- 
tions of Wisconsin. 


Marathon Shoe Company Expanding 

The Marathon Shoe Mfg. Co. of 
Wausau, Wis., which has_ been 
crowded for space in its factory for 
six months or more, has succeeded 
in getting occupancy of the old city 
hall building at Wausau, and has in- 
stalled equipment for a branch factory 
to do lasting, bottoming and pack- 
ing operations. For the present all 
goods will be cut and fitted at the 
main factory, where the stock de- 
partment, shipping room and general 
offices are situated. Later a branch 
cutting and. fitting room may be 
added to the new branch. The main 
factory is employing about 175 opera- 
tives, and the branch has a staff of 
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about thirty-five. The Marathon 
company was established in 1914 un- 
der the direction of S. J. Pentler, 
formerly a leader in the Milwaukee 
industry. It is now capitalized at 
$750,000 and has the distinction of 
having had no lay-offs or interrup- 
tion of operations since it first opened 
seven years ago. 


New Store for Marathon City 


Marathon City, in Marathon Coun- 
ty, Wis., has been selected as the lo- 
cation of a large new general or de- 
partment store which will be opened 
July 1 by V. W. Gage Co. The head 
of the firm is Vincent V. Gage, form- 
erly a member of the Scmitt-Gage 
Co., Hilbert, Wis. For two years he 
has been an executive in a large gen- 
eral store at Barberton, Ohio. His 
sisters, Misses Margaret and Anna 
Gage, are partners in the new venture. 
Both have had wide merchandising 
experience of the same character. 


To Locate Shoe Store in Hotel 


With the formal opening of the new 
Eau Claire Hotel, a $450,000 building 
at Eau Claire, Wis., a new shoe store 
of high class made its advent in the 
same city. It is the Anderson Boot 
Shop and occupies one of the large 
Barstow Street store units on the first 
floor of the palatial hotel building. 
It has stocked only the highest class 
lines of men’s and women’s footwear. 
The store formerly occupied by the 
Anderson Boot Shop at 209 South 
Barstow Street, will be conducted un- 
der the style of The Family Shoe 
Store, Ivar Anderson Shoe Co., pro- 
prietor. It will be a popular-priced 
shoe store for the entire family. 


Milwaukee Merchant Dies 

Emil Hoefs, a prominent North Side 
shoe dealer of Milwaukee, at 1393 
Green Bay Avenue, passed away Sun- 
day, May 29, at the age of 25 years. 
He was a member of the Milwaukee 
and Wisconsin Dealers’ associations 
and active in all organization work. 
His wife and two small children sur- 
vive him. Funeral services were held 
June 1. 


Cleveland 


LEATHER SHOES PUSHED 


Merchants Holding Back on Whites 
Until Spring Stocks Are Cleaned Up 


The week ending June 4 witnessed 
an increase in the volume of buying 
of summer shoes, but the greater 
amount of business done was in low 
leather shoes. The merchants are still 
pushing the leather shoes, and are 
permitting the summer shoes to sell 
only when called for. There is no ef- 
fort to push them. On the other hand, 
there is a big drive on to bring 
about the disposal of stocks of low 


leather shoes that were purchased for 
the spring trade. Owing to weather 
conditions the merchant has not had 
the usual length of time to dispose 
of goods that were purchased for the 
months of March, April and May. 
Brown and black oxfords have been 
the best sellers in this movement, 
with anything in the form of a nov- 
elty being in good demand also. 


Year’s Total Will Be Good 


Business has been good considering 
conditions that are world wide, and 
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the average Cleveland merchant is 
going to close his books at the end 
of the year with a record that will 
not suffer any from comparison with 
that of the previous year. 

One of the largest shoe merchants 
in the city made that statement and 
the assertion is based not only on rec- 
ords in his own store, but on conver- 
sations that he has had with a dozen 
or more dealers in the city. The 
great number of novelties the man- 
ufacturers have been able to put on 
the market are said to be largely re- 
sponsible for the good showing. Wo- 
men have been keen for each new 
model that appeared, and this mer- 
chant says he is convinced that there 
is nothing that will brighten up busi- 
ness so much as frequent changes of 
models and styles. 


MERCHANT URGES BUYING 


Stability Here, Says Oppenheimer, 
and Orders Should Be Placed 


Joe Oppenheimer, who is the pro- 
prietor of two shoe stores in this city, 
and who is a former officer of the 
shoe club and a director of the North- 
ern Ohio Shoe and Leather Club, is 
a strong booster for organized effort. 
The shoe club in this city has not 
been very active of late months, and 
Mr. Oppenheimer is bemoaning that 
fact, he says that the shoe merchants 
must realize that 100 men can ac- 
complish much more for the general 
good than can one lone man. With 
conditions as they are, he says that 
the time was never more opportune 
for the clubs throughout the country 
to get busy and do some real work 
for the merchants. 

Mr. Oppenheimer. says that right 
now the merchants should get to- 
gether and do some tall buying for 
fall. “I have always made it a prac- 
tice to do my buying early,” said Mr. 
Oppenheimer. “As a result I get a 
large variety of styles to choose from; 
I get prompt deliveries and always 
have shoes on the shelves to sell in 
season. Many a time I have been 
able to dispose of half of my stock 
before the fellow who held off in buy- 
ing really got started to sell his sup- 
ply. The market has steadied great- 
ly in the last few months and I am 
sure that now is the time to buy for 
fall. And I am not going to hold 
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off when it comes to purchasing shoes 
for winter. 


Industrial Conditions Good 


J. S. Walsh, sales manager of the 
Hamilton-Brown Shoe Co., St. Louis, 
spent the last week of May in this 
city interviewing men in the trade 
and visiting at the local sales branch. 
Mr. Walsh received excellent reports 
about the business conditions in this 
city and he departed convinced that 
so far as Cleveland is concerned there 
is no cause for worry. Women have 
stepped forward to take places in in- 
dustry by the thousands and most of 
them have continued working the last 
six months. They have spent freely. 
There is a large textile industry in 
this city and it has not reduced em- 
ployees to any extent. 


NEW STORES OPENING 


Three Attractively Furnished Estab- 
lishments Added Recently 


The Beil Shoe Co. has opened a 
handsome retail shoe establishment 
at Detroit Avenue and W. Sixty- 
fifth Street. The corner is considered 
one of the best of the new business 
sections of the west side, and the 
company was fortunate to get the lo- 
cation. The store is a handsome one 
with the color scheme of steel gray. 
There are handsome chairs of gray, 
richly upholstered and set down in 
surroundings that are pleasing to the 
eye. 

Another new store that has been 
opened recently is in the basement of 
the Nook Style Shop at E. 101st 
Street and Euclid Avenue. Howard 
Borges, formerly with M. E. Gensert, 
is the proprietor. It is one of the 
cosiest stores to be found in the city. 
The furnishings are in white ivory 
and the black and white combina- 
tion is carried out in the decora- 
tions. Wicker chairs, handsomely up- 
holstered, lend a touch of beauty. 

The Saltsman Brothers have opened 
a new store at Woodland Avenue and 
E. Fifty-fifth Street. This is another 
beautiful store. The furnishings are 
in mission oak of gray. The chairs 
are in harmony with the general color 
scheme. Soft rugs are on the floor. 
A marble base on the outside of the 
store is another feature. 





View of the interior of recently remodeled Kraft Shop in Cleveland 








a ae ae ee, oe ee ee, ee | 


ot ote. ti, ttt ti -.  i ie. 





es 


— ae eee a a 





June 18, 1921 


BOOT AND 








New York 


SPORT SHOES SELLING FAST 


Volume of Business Far Ahead of 
Last Year 


Predictions that the present sum- 
mer would witness one of the largest 
seasons in white shoes experienced in 
several years is being borne out in 
New York. The warm weather of the 
last week in May and the first in 
June brought out a brisk demand for 
women’s white and combination foot- 
wear. Several of the merchants re- 
port the volume of business in this 
class of footwear as far ahead of last 
year, while others remark that the 
early business has been as good as 
they expected considering general 
conditions. 

Numerous sales are in progress 
and the public has been given an op- 
portunity to buy its vacation foot- 
wear at low figures. Most of the 
white shoes range from $6 to $10 a 
pair, with a few of the white kids 
and buck running slightly higher. 
Nearly every merchant asserts that 
he has marked his summer footwear 
closer than he did spring shoes, and 
that while the business is large it is 
not exceptionally profitable. 


Straps and Oxfords Best Sellers -- 


Strap models and oxfords with 
plain and wing tips are the largest 
sellers in the white shoes, with com- 
bination white and black or tan run- 
ning equal in popularity to the all 
white. Sales of fabric shoes against 
leather vary in proportion in dif- 
ferent stores, but from a consensus 
of opinion the trade is about evenly 
divided between the two. In heel 
styles the range is about the same 
as prevailed in the spring, although 
some of the merchants who stress 
style say that the military, Cuban 
and walking heels are outselling the 
French. 


Few Fall Orders Placed 


The retail merchants here have 
bought comparatively few fall shoes 
as yet, although most of them have 
placed: some orders particularly for 
staples. One has already ordered 
6000 pairs of staple boots, while one 
of the largest shoe stores in the city 
has orders in for practically all of 
its staples and a few novelties. The 
buying so far has been centered main- 
ly on strapped models and oxfords. 
Some of the retailers who have seen 
several manufacturers’ fall lines say 
that nothing radically new is being 
shown. So far as the merchants are 
concerned most of them are hoping 
that the strapped models will carry 
through: the early fall at least. This 
will give them an opportunity to size 
up some of their broken lines in lieu 
of ordering complete new lines. One 





retailer who pays much attention to 
style trends asserts that he is ready to 
go back to some of the first strapped 
models shown and already has re- 
ordered on some of the strapped num- 
bers he put in last year. 

Little change is shown in the men’s 
shoe situation. While many firms re- 
port a good volume of business in 
men’s shoes, in the main the trade 1s 
dull and apparently men are econo- 
mizing in their footwear more than 
the women. 


Shoemen Have Baseball Teams 


Two of New York’s leading retail 
shoe stores have produced fine base- 
ball teams this summer. The two 
teams, representing J. & J. Slater 
and Cammeyers came together at 
Van Cortlandt Park Sunday, June 
5, in a closely contested game, which 
was won by the Slater team by a 
score of 11 to 10. Until the last half 
of the ninth inning the score was 10 
to 9 in favor of Cammeyers, but the 
Slaters made two runs in the last 
half. Ables, pitcher, and Sweeney, 
catcher, provided the batteries for 
Cammeyers, while Haggerty, relieved 
by Hobson, performed the twirling for 
Slaters and Bolan served behind the 
plate. 


Merchants to Meet June 21 
The next monthly meeting of the 


| Retail Shoe Dealers’ Association of 


New York on June 21 will be a night, 
instead of an afternoon gathering, as 
heretofore. The meeting will be held 
in Offer’s Restaurant, Thirty-eighth 
Street and Sixth Avenue, preceded by 
a dinner. The time of monthly meet- 
ings may be changed to the nights 
instead of the afternoons to give 
more of the members an opportunity 
to attend the gatherings. Many of 
the members are unable to take an 
afternoon from their business and 
President Percy Hart decided to try 
an evening meeting as a change and 
then obtain a consensus of opinion 
regarding making the change per- 
manent. President Hart has been 
asked by the National Shoe Retailers’ 
Association to serve as New York 
sectional chairman on the 1922 con- 
vention committee. 


New Salesrooms and Offices Opened 


The Golo Slipper Co. is now in its 
new quarters on the street floor of 
the building at 129 Duane Street. 
The formal opening was held June 8 
and attractively printed invitations 
were sent to the firm’s customers and 
friends. The new location is much 
more satisfactory from every point 
of view. Offices and salesrooms are 
fitted up most attractively. 
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Detroit 


WHITES ARE PREDOMINANT 
Store Windows Also Show Black and 
Whites in Combinations 

As predicted by some of the best 
informed shoe dealers and buyers it 
now looks as if this is to be the great- 
est white season in the history of the 
trade of Detroit. Store windows re- 
flect the trend of trade toward whites 
and white and black combinations. 
A J. L. Hudson Co. white shoe win- 
dow attracted a great deal of atten- 
tion. The floor of the window was 
covered smoothly with a solid black 
material. Around the four sides a 
width of white silk was puffed about 
18 in. wide. White and white and 
black combination low cuts were 
shown on black stands. The effect 
was strikingly attractive. 

R. H. Fyfe concentrated the whole 
store’s efforts on whites and sports 
models by holding a “White Week” 
June 8 to 15. All their windows were 


sellers. White and tan combinations 
are not being called for very much, 
but plain black shoes are showing a 
decided strength in their appeal to 
the public. 


Display Men Plan Rally 


The display men of Detroit are 
planning a rally of the display men 
of Michigan for September 14. Edu- 
cational demonstrations of all lines of 
merchandise, including shoes and hos- 
iery, will- be the big feature of the 
rally. 


New Store Arrangement Evolved 


In the new arrangement of the 
floor plan of the Thayer McNeil Co., 
the store is divided down the center 
of the fitting space with a paneled 
partition finished in ivory to match 
the rest of the fixtures. Rows of 
fitting chairs are arranged against 
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Attractive Sport Shoe Window of Emerson Shoe Co. 








given up to a showing of white and 
sports models. One window was used 
exclusively for showing men’s white 
shoes, another for women’s white 
shoes, another for infants’, children’s, 
misses’ and growing girls and another 
for kids. Each window presented 
white shoes with a contrasting color, 
green, blue, mulberry, red, etc. The 
color was introduced into each win- 
dow in the shape of floor mats, drapes, 
etc. The display manager, W. R. 
Scott, is entitled to a great deal of 


. eredit for securing such attractive 


displays for this firm. 

R. L. Thompson, manager the shoe 
department, J. L. Hudson Co., re- 
ported that white shoes and white 
and black combinations were the best 


this partition. This arrangement 
gives men and women absolute priv- 
acy during the fitting process. The 
additional depth of the store, to- 
gether with this new arrangement, af- 
fords this firm the needed space to 
take care of the new business the 
addition of the men’s department 
brings to them. 


New Shoe Department Opened 


A new shoe department has been 
opened in the mezzanine balcony of 
the Siebler Clothing Store at 602 
Woodward Avenue. This makes three 
shoe stores in this short block on 
Woodward. The manager of the new 
department, E. R. Planck, was form- 
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erly with the Michigan Avenue E. & 
R. shoe store. The department will 
specialize this season on men’s shoes 
and oxfords to retail at $5.50 and $7. 


Douglas to Open Sixth Store 


The Douglas Shoe Co. has added 
another store to its list in Detroit, 
the sixth in this district. The new 
store will open about July 1, at 
Woodward and Gerald in Highland 
Park, just two blocks from the main 
Ford motor plant. 


Emerson Store Manager Named 


Oscar C. Denzig has been appointed 
manager of the Emerson store on 
Michigan Avenue, R. T. Kann resign- 
ing to go into other business. Mr. 
Denzig was formerly an employee of 
this store, but latterly was manager 
of the Douglas shoe store in Fair- 
view. E. K. Wilson from the Ran- 
dolph Douglas store has been ap- 
pointed manager of the Fairview 
store. 
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Wide Range in Shoe Prices 

The women of Detroit are now able 
to buy shoes at the new low, post-war 
price of $1 per pair. These were of- 
fered by Newcombe-Endicott Co., in 
a bargain basement announcement. 
Worths, following Kern’s, have a big 
sale on their fifth floor of women’s 
low cuts at $1.85. That there are still 
a few of the better grades called for 
can be seen in the advertisements of 
the better class lines. J. L. Hudson 
Co. offer women some of their finer 
grades at $12, others as low as $7.50. 
Queen Quality offer lines at $10.65 
and $11.65. These prices, high and 
low, are snipped from the advertise- 
ments of a single issue of the News, 
and reflect the wide range of prices 
being advertised at present. 


Campus Store Selling Out 
Elmer’s, for many years at 1000 
Woodward Avenue, at the Campus, 
are selling out. Their shoe depart- 
ment was opened a couple of years 
ago in the basement. 


Rochester 


POOR LOCATION A BOON 


Rochester Merchant Capitalizes on 
Fact That He Is Off Main Street 


How to get the public off the main 
street and out to a store in the resi- 
dential section of South Avenue was 
the problem that faced August 
Schreiner. For many years this store 
had been located at its present stand 
and a good business was done with 
the people in the immediate neigh- 
borhood, but the business grew slowly. 
With the advent of high prices Mr. 
Schreiner saw that his opportunity 
had arrived, for with his much lower 
rent and overhead he could retail 
shoes, grade for grade, at a lower 
price than they could be sold down- 
town. About 18 months ago Mr. 
Schreiner decided that advertising 
would bring business, so he launched 
a campaign in two daily papers using 
fairly large display space, and small 
copy in all the local papers, calling 
attention to the fact that his shoes 
were cheaper, and that in addition 


he refunded carfare to all purchasers 
of shoes. 


W. B. Coon Co. Increases Space 

The W. B. Coon Co., manufacturers 
of stylish stout out size shoes for 
women, has leased the shoe factory 
formerly occupied by the Wright & 
Peters Co., which recently retired 
from business. The additional space 
will not be used for manufacturing, 
but the two floors will house the in- 
stock department, offices and shipping 
room. When the new building is oc- 
cupied, the main factory will be given 
over to making shoes, and the daily 
output will be increased to 3,000 pairs. 


White Shoes Going Well 

The warm weather of the past week 
has brought white footwear to the 
fore. Dealers who handle women’s 
white footwear regret that the big 
demand for white footwear is in com- 
binations with trimmings of black 
or tan. There is also a good demand 
for plain white models. 


Brooklyn 


SHOE SCHOOL ESTABLISHED 


Brooklyn Manufacturers Back Un- 
dertaking with State and Federal 
Governments 


All the Brooklyn manufacturers 
who are to exhibit in the style show 
under the auspices of the Shoe Man- 
ufacturers Board of Trade of New 
York at the Hotel Commodore the 
first week in July are already pre- 
paring their exhibits. While the 
models have been decided upon, little 
intimation has been given concerning 


them, as the manufacturers want to 
have something new and unexpected 
to show the retailers who visit the 
style show. 

The Board of Trade, consisting of 
about 83 of the Brooklyn manufac- 
turers, has established a shoe trade 
school in the Cary Building, Brooklyn, 
in conjunction with the State De- 
partment of Education and the Fed- 
eral Board for Vocational Training. 
The shoe manufacturers were as- 
sisted in the work by the United 
Shoe Machinery Company and the 
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There is only one Val Duttenhofer Sons 
Company, and we are the makers of one 
of the finest and most flexible welt lines 
of women’s shoes in America. 


Our product is endorsed by the most 
prominent retailers of the trade. 
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General Electric Company, which sup- 
plied machines and electrical equip- 
ment. 

The school is now in operation. 
The Federal Board for Vocational 
Training is giving disabled soldiers 
an opportunity at the school to learn 
the shoemaker’s art, and night classes 
for those employed in the shoe fac- 
tories are given in special subjects. 
Three of these special subjects now 
being taught are patent leather re- 
pairing, tan calf repairing and French 
binding and folding. 

In the fall high school students will 
be admitted to the school under a 
plan which will give the students 
three hours of work per day in the 
model shoe factory and three hours 
at their books. The classes will be 
divided into shifts, one of which will 
study in the morning and get prac- 
tical work in the factory in the after- 
nesn while the other will study in the 
afternoon and do shop work in the 
morning. 


Harry McLaughlin in Charge 


Considerable interest in the school 
has been stimulated through lectures 
given under the auspices of the 
United Shoe Machinery Company and 
visits of common school graduating 
classes to various shoe factories dur- 
ing the current month. These stu- 
dents will enter the high school in 
the fall, and the interest awakened 
by the trips to the shoe factories, it 
is believed, will lead many of them 
to take the course in shoe making 
and provide good raw material for 
the labor of the factories later on. 

The committee in charge of the 
work, under the chairmanship of 
Harry McLaughlin of Kozak & Mc- 
Laughlin, feels that a great step for- 
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ward has been accomplished by the, 
establishment of the school in Brook- 
lyn, and that in a few years the fac- 
tories will be getting a good supply 
of apprentices who have a_ wide- 
spread knowledge of the shoe making 
industry. 

The United Shoe Workers’ Union 
and the Superintendents and Fore- 
men’s Association also are affiliated 
with the school and the whole move- 
ment is industry-wide, rather than 
confined to the manufacturers alone. 


STYLE RANGE IS WIDE 


Outstanding Feature Is a Continua- 
tion of Strap Models. 


Fall styles, as shown by several of 
the Brooklyn manufacturers, run a 
wide gamut. Outstanding features, 
however, are a_ continuation of 
strapped models, chiefly in turns and 
the showing of a large number of 
welted oxfords. Tongues as yet play 
only a small part in the early fall 
showings. One manufacturer reports 
that most of the tongue pumps he 
sold for spring have been returned 
to the factory to have the tongues 
ripped off wherever possible and straps 
substituted. Much of this work has 
been done, it is intimated. 

Cut-outs, underlays, punching and 
stitching continue as the favored 
forms of decoration. The Burt E. 
Drake Company is showing several 
novel patterns, one a parallel stitched 
satin strap turn pump, a light tan 
two-strap buckle walking shoe with 
dark mahogany ball strap and quar- 
ter decoration of Scotch grain. An- 
other new model on which good busi- 
ness has been placed is a black satin 
with toe decoration and back strap 
of patent leather. 


Lynn 


EARLY FALL STYLES 


Mr. Hyde of Watson Shoe Co. Tells 
of Some Best Sellers 


Shoes for August and September 
are being made by the Watson Shoe 
Co., the new factory of the firm being 
run to full capacity. Of styles, Mr. 
Hyde of the Watson Shoe Co. says: 

“Oxfords are called for by orders 
which come from all over the country. 
They are best sellers for August and 
September trade. They make up a 
very large proportion of our orders 
for fall footwear already booked. We 
expect oxfords to sell during the late 
fall and early winter. They will be 
worn with spats during cool days of 
fall and with woolen stockings in the 
early winter. 

“Our oxfords are of Scotch grain 
leather, tan and black, and of boarded 
calf; also of patent Scotch grain and 
enamel leather. The tan color for fall 
shades to almost the mahogany. 

“Our patterns show brogue ox- 
fords and straight and wing tip ox- 


fords. There is a tendency to get 
away from ball straps. Soft toe ox- 
fords and brass eyelet oxfords are 
among the shoes we have sold. A 
development of strap styles will come 
later. 

“Our oxfords have welted bottoms, 
with No. 11 iron square edges, a thick- 
er bottom than has been in vogue for 
many a day. We use an ivory white 
mid sole and a white ribbon stitch and 
thereby put style into the sole of the 
shoe. 

“Heels are lower. We are selling 
more heels of 12/8 or lower than high- 
er. Our lowest heel is 9/8.” 


BROWN TO BE POPULAR 


Walking Oxfords of Calf, Patent 
Pumps and Brown Boots, Too 


. Brown calf boots and oxfords are 
among the leading numbers for fall 
with Mitchell, Caunt Co., of Lynn. 
The factory is already making nine- 
inch walking boots of brown calf 
leather for fall. Incidentally, it is 
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Comfort. 


Bring them back 
to your store for 
“More of the same.” 


Remember that 
quality is para- 
mount today. 


We have an organi- 
zation that is will- 
ing to co-operate 
with you. 

Write to any of our 
offices listed below. 


The American 


Oak Leather 
Company 


‘ Cincinnati 
Chicago 
St. Louis 


Boston 


i | 
Rock Cak” 
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REST CURE 
The Perfected Curative Shoes 


A FRANCE “REST CURE” 

Shoes are not a new depart- 
ure with us. We have been sell- 
ing them in steadily increasing 
volume for a dozen years. 

They are an esta‘li hed suc- 
cess with most o° our many 
agencies. 

Now through the greatly in- 
creased capacity our new factory 
gives us, we are planning to 
make more of them. 

La France Flexible Welts are too 
well known to require extended 
description here. In REST CURE 
Shoes we combine with our very 
flexible soles a particularly snug 
fitting arch and a movable stiff 


For Women 








Carried in Stock 
Boots and Oxfords 
Finest 
Black or Brown Kid 
AA to D Widths 


Choice of Two Lasts 
as illustrated below 


Further Information on Request 








shank which latter can be ad- 
justed to the position most com- 
fortable to the wearer. 


No shoe we know of combines all 
these important features. 


In selling REST CURE Shoes you 
have behind you the nationally 
known LA FRANCE name and 
all it means to the public in 
terms of years of quality pro- 
duction. 


Meet the steadily increasing de- 
mand for curative comfort shoes 
on styleful lasts by selling a shoe 
of proved success and authority. 
Write us to-day for samples and 
further information. 


Williams, Clark & Company 


Lynn, 


Women’s Welt Shoes Exclusively 
183 Essex St., Boston 


Mass. 





ae ih 


( La France REST 
CURE Shoes are 
made in boots or ox- 
fords, as illustrated 
herewith. Choice of 
either toe. Finest 














Brown or Black Kid. 
= —— 


~*~, 


A SUPERIOR ARCH 


RETAINING 
FEATURE 
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making, for immediate delivery, some 
one- and two-strap pumps of black 
satin and of patent leather. These 
pumps have high Louis heels. 
Some of the walking oxfords are 
made over a_ growing girl’s last, 
which carries an 8/8 heel. They have 
imitation ball straps and heavy soles, 
with wheeled edges. Semi-novelty 
boots also are in the sample lines 
for fall. Among them are lace boots, 
of gray suede leathér, with fancy 
tops, and brown calf boots with lace 
stays of gray buck. Patent leather 
pumps and oxfords also are shown 
for fall. Some of them have large 
perforations, with white inlays. 


Novelty Oxfords in Lynn Line. 


Harney, Tracy, Crehan Co., makers 
of novelty walking shoes, are making 
three new shoes for July sales. One 
is a three-strap pump of a medium 
shade of calf leather. It has a 10/8 heel 
and a fair stitched edge. The straps 
fasten with harness buckles of nickel. 
The second shoe is a six-eyelet blucher 
oxford of a medium tan shade of 
calf with an overlay of fawn suede 
calf, the overlay passing from the 
lace stays and along the quarter. 
This shoe has a full wing tip and a 
Cuban heel 14/8 high. The third shoe 
is a dark brown kid blucher oxford, 
orange thread stitched, with an im- 
itation tip and a 10/8 heel. For fall 
Harney, Tracy, Crehan Co. will show 
Scotch grain, tony red, black calf 
and kid and patent leather walking ox- 


SWINGING TOWARD WHITES 


Bid Fair to Monopolize the Stage 
During the Summer 


As the warmer days of summer ap-’ 


proach the local retail shoe merchants 
are noticing a decided shifting in the 
nature of their sales from black and 
brown footwear and various other 
spring and sport models, including 
the various grays, that have been of- 
fered, to white footwear. his shift- 
ing, of..course, is more decidedly the 
case with dealers in ladies’ shoes than 
with those handling men’s lines. 

According to one prominent down- 
town retail merchant, last year gave 
sufficient indication of the preference 
of the public for white footwear, the 
seasonability of which for warm 
weather is beyond question; and last 
year’s summer proved to be one of 
the larger seasons for white shoes. 
This year, however, this merchant 
declares, white footwear bids fair to 
monopolize the stage entirely during 
the summer. 


Lower Heels in Evidence 


The radical change in the demand 
on the part of the public during the 
past few weeks gives substantial rea- 
son for this merchant’s claim. He 
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fords and pumps. Some of the ox- 
fords will have brass eyelets. 


Williams, Clark & Co. Increases 
Production 


Williams, Clark & Co., manu- 
facturers of La France shoes for 
women, have completed preparations 
for increasing the production of their 
“Restcure” shoes for women, which 
for twelve years have been steadily 
increasing their sales agencies. The 
new plant into which Williams, Clark 
& Co. have recently moved gives them 
additional capacity. 


Girls’ Shoes Have Heavier Soles 


The making of boots for growing 
girls is already under way at the fac- 
tory of Hooper-Lawrence Co. A 
striking feature of some of them is 
the: heavier soles. Some of them are 
of No. 12 iron. Uppers are of mod- 
ified mahogany, a light shade, black 
gun metal, black kid and patent 
leather. 


To Make Skating Shoes 


Some Lynn manufacturers will try 


out skating boots in their winter 
sample lines. One variety of these 
shoes will be made for patrons of ice 
skating rinks, and novelty style boots 
will be wanted for this wear, just the 
same as novelty style shoes are want- 
ed for dancing. Corresponding styles 
will be made for street wear. Low 
heels, of all leather, and square edge 


* e e 
Cincinnati 
states that the way has been well 
prepared for the popularity of white 
shoes by the early and favorable 
spring which has provided an oppor- 
tunity to both the buying public and 
the retail shoe trade to gratify a 
taste for such spring novelties as 

were available. 

The heels, as shown on Summer 
footwear now on display indicate a 
significant leaning toward a lower 
and more comfortable type, although 
the high Louis heel with its undeni- 
able grace and style is still in the 
lead. In very few instances are any 
white shoes being sold with high 
Louis heels. 


Ready to Make Fall Footwear 


The local manufacturers at this 
time are cleaning up their orders for 
brown kid, brown calf, two strap com- 
bination effects and are setting them- 
selves in readiness to produce a good 
volume of fall footwear within the 
next few months. The fall orders are 
continuing to come in fairly healthy 
volume. Some of the local manufac- 
turers, who are already cutting fall 
footwear state that they are pretty 
well sold up for this time of the sea- 
son. In fact, one local manufacturer, 
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foreparts will be features of these 
shoes. Skating strap effects may be 
tried. 


Trade Education Progresses Slowly 


Slowly the course of education 
makes it way in the shoe and leather 
trade. The tannery school bill has 
been referred to the next General 
Court, as a measure of economy. Yet 
it asked for only $10,000 for starting 
a leather school at the Lowell textile 
school. Guy Creese of Creese & 
Cook Co., Danvers tanners, is a mem- 
ber of the commission that prepared 
the bill. However, the Lynn shoe 
trade school steadily makes its way, 
and each day some shoe man has a 
good word to say for it. 


New Firm Starting in Business 


Novelty style shoes for growing 
girls, misses and children will be made 
by Jelly-Delaney Co., a new firm, in 
the former Williams, Clark & Co. fac- 
tory on Washington Street, Lynn. 
Among the fall samples are shoes of 
Scotch grain and boarded calf leather 
with extra heavy soles. 
firm is made up of W. S. Jelly, Ed- 
ward Delaney, and Harry Goss. Mr. 
Jelly was formerly with A. E. Little 
& Co., and is head of W. S. Jelly & 
Co., makers of cut top lifts. He is 
an expert on sole leather. Mr. De- 
laney was for 12 years superintend- 
ent of the factory of A. E. Little & 
Co. Mr. Goss was salesman for the 
same firm. 


the Robert Wise Company, stated 
last week that they”are sold up to 
November 15. , 


Add Orthopedic Shoe to Line 


The Mabley & Carew Company’s 
Ladies Shoe Department recently 
took on the new line of ArcHelp shoes 
put out by the Helming-McKenzie Co 
of this City. Thus far, Mabley & 
Carew has found this line to be very 
satisfactory. It is a shoe which em- 
bodies the arch-preserving feature as 
well as that of style. 


N. Y. Office in Marbridge Bldg. 


The P. Sullivan Co. announced last 
week that the address of their New 
York office will be 560 Marbridge 
Building. A visitor to the Sullivar 
factory last week was R. F. Gough 
shoe buyer for A. Hamberger & Sons 
Inc., Los Angeles. 


Sees Good Men’s Business This Fal 
J. Eppstein, sales manager of thi 


Bettmann-Dunlap Co., returned las. 


week from a trip to the East. Mr 
Eppstein states that he found busi 
ness in that part of the country t 


The new | 
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ite Iv d Heel No. B574 
White Ivory Sole an ee White Egyptian 


No. B118 Black Glace Kid Cloth 


White Egyptian Price $6.25 Price $5.25 


Cloth 
‘ 1% Wood Covered Full Louis , 
Price $4.75 Heel Goodyear Welt, 1% Wood 
Wel 1% Heel Covered Full Louis Heel 
Goodyear Welt ee AA 4% to 8 men ‘ 
AA 4 to A4 to8 : : = 


A's. B 3% to 8 B 3% to 7 


B 3% to 
ea & C3 to 8 C3 ws 
D 3. «Oto D4 ws 


SUMMER STYLES IN STOCK 


No. B173 No. B135 ‘X 


Brown Kid White Egyptian No. B129 
Price $6.25 Cloth Dark Brown Kid 


Goodyear Welt ™ Black Kangaroo trimming Price $6.00 
- 4% z : Goodyear Welt, % Heel Goodyear Welt, 14 Heel 
B 34 w 8 AA § to 7% AA 5 to 7% 
C3 to8 ends 4 to 8 
D3 to 8 ied 4 to 8 
. ; C 3 to 8 Cr 3ea8 
No. B174. Same in black glace oo 


kid, $5.75. Terms Net 30 Days 


The MENIHAN eee 


Rochester, N. Y. 





June 18, 1921 


be very good and that the outlook 
for men’s shoe business for fall is 
very promising. 


Volume Credited to Whites 


Mr. Momper, manager of the shoe 
department of The Rollman & Sons 


BOOT AND 


Co., states that his business has held 
up very satisfactorily during the past 
few months. Mr. Momper finds that 
the merchant who has prepared to 
do a good white shoe business is the 
one who is at this time able to main- 
tain a normal record of sales. 


SHOE RECORDER 


George Geuting Visits City 
George Geuting, manager of the 
men’s business of the Geuting Stores 
in Philadelphia, visited here last week. 
He was making a tour of the larger 
retail shoe centers to acquire perspec- 
tive of men’s shoe business. 


Officers of the Newly Organized Feder-Gregg Shoe Co. of Cincinnati. 





Walter J. Feder, President. Mark G. Feder, Secretary and Treasurer, John Gregg, Vice-President 








S. M, LANGER, 


Secretary of the Bloom-Langer- 
Lippman Co. 


BARGAIN BASEMENT INNOVA- 
TION 


Bloom-Langer-Lippman Co. Conduct 
Novel Wholesale Store 


Boston.—At 170-180 Essex Street, 
corner of South Street, is situated the 
bargain basement of Bloom-Langer- 
Lippman Co., shoe jobbers. When bar- 
gain basements are mentioned one 
naturally thinks of some retail store 
which is offering to the public special 


A. BLOOM, 
Treasurer of the Bloom-Langer- 
Lippman Co. 


lots at low prices, but in the case of 
Bloom-Langer-Lippman Co. the sit- 
uation is quite a bit different—in 
other words, a bargain basement for 
the bargain basements of retail shoe 
merchants. This store was opened 
on April 23 and since that time busi- 
ness is reported as being beyond the 
company’s expectations. They have 
accomplished this by selling jobs of 
seasonable merchandise at small 
profits, turning them over quickly. 


J. A. LIPPMAN, 


Vice-President of the Bloom- 
Langer-Lippman Co. 


A full line of men’s, women’s and 
children’s shoes are carried in a space 
of about 150 x 25 feet; the warehouse 
is at 719 Atlantic Avenue. The per- 
sonnel of this firm is as follows: A. 
Bloom, who was formerly connected 
with the Bloom-Gilman Shoe Corp.; 
S. M. Langer, who was for a good 
many years with S. Rosenberg & Son, 
and J. A. Lippman, who was for fif- , 
teen years buyer for S. Rosenberg & 
Son. 
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Scotch Grain 
Brogue Leather 


For Men’s High Grade Shoes 


JID OE 


Manufacturers and retailers will 
find in this new origination of 
ours the character and difference 
which their customers demand in 
shoes retailing at from $10 to $15. 
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Chrome Brogue 
Side Leather 


For Medium Grade Shoes 


lv 
It 
| 
1/2 
! 
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This is a pure chrome tanned, full 
A. C. —— Leather grain side leather in a Scotch 
— Grain effect. Especially adapted 
BOOTHS 147-8 for shoes to retail at from $5 to $8. 


_ 











A.C. Lawrence LeatherCompany 


161 South Street ,Boston .Mass. 


NEW YORK - CHICAGO - ROCHESTER 
PHILADELPHIA 
CINCINNATI 
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Sales Below Normal 


Impetus Given by Activity in Women’s Novelty Footwear Is 
Wearing Off—Industry on Healthy Basis, However 


Trading the past two weeks has not 
been up to that of the previous two 
months in average volume. There is 
no question but what conditions as a 
whole are on a healthier basis than 
they were a year ago or before the 
first of the year, but the impetus given 
to trading by the activity in making 
women’s light footwear has slowed 
down. What gain there is now is 
made on regular staple lines. 

Different phases of the style situa- 
tion have contributed to help in the 
general volume, and shoe manufac- 
turers have canvassed their respective 
territories enthusiastically for orders 
which would keep their factories up 
to at least the output of the past few 
months. 

It is believed that the various style 
shows throughout the trade centers in 
July will put more life into trading, 
and tanners as a whole are feeling 
more optimistic as to the future than 
they have for some months past. 
Much of the business which has been 
placed during the past few months 
could be taken care of from the 
leather stocks on hand. Much of this 
having now been sold tanners are able 
to go more freely into the raw mate- 
rial market for purchases. There is 
no marked difference in price since our 
last report although firmness con- 
tinues in the raw calfskin market and 
in other classes of raw material. 


Calf Leather 


During the past week tanners have 
noted a lull in the call for lighter 
shades of calf although there are indi- 
cations of a better demand for the 
medium and darker colors. Leather 
buyers are watching for lower prices, 
but tanners firmly maintain their fig- 
ures on the better grades of smooth 
finished calf at 52c. to 55e. for No. 1. 
Full grain colored light calf is offered 
at 48c. and 50c. and other grades 42c. 
to 45c., with the lower grades selling 
at 35c. to 40c. per foot. Snuffed skins 
bring less money. There are some 
cheaper grades of calfskin, ranging 


from 25c. to 30c. and from 32c. to 40c. 
per foot. The lower grades, however, 
are principally of the snuffed variety. 
There has been some lull in the call 
for suede calfskins, but considerable 
leather is still being moved on old 
orders for brown and gray suede, also 
for other colors of suede. The top 
selections bring from 65c. to 70c. per 


—_ Side Leather 

There has been considerable busi- 
ness in leather moved ata price. There 
has not been much profit, however, 


in this kind of trading. Good grades of 
side leather are offered at 25c.to 30c. 
and cheaper grades from 17c. to 25c. 
The top selection of elk is held at 27c. 
per foot, with lower grades obtainable 
at 15c. to 25c. according to the selec- 
tion and tannage. These prices are 
materially lower even than last sea- 
son, and conservative opinion holds. 
that upper leather has reached a basis- 
which must be adhered to unless new. 
stock is to be made at a loss. Tan- 
ners have been through a long process. 
of liquidation and through necessity 
have sustained great losses and made 
big cuts, but they are not inclined now 
to buy raw material, make it into 
leather and still sell that at a loss. 
Such a situation as that would be 
waited for in vain. 
(Continued on page 91) 











COMPARATIVE LEATHER AND HIDE PRICES 
Upper Leather (price per foot) 


Pre-War 
"= a $0.35 


Calf, suede, top grade 

Calf, smooth colored, top grade. . 
Calf, smooth, black, top grade... 
Side leather, colors, top grade... 
Side leather, black, top grade... 
White buck, top grade 

Elk, heavy side 

Kid, colors, best, fancy 

Kid, colors, top grade 

Kid, black, top grade 

Kid, medium, colors 

Kid, medium, black 

Kid, cheap 

Chrome patent sides 


Peak 


$1.40 a $1.50 
30 d 1.50 


To-day 
$0.60 a $0.70 
45a  .55 


‘85a 


Sole Leather (price per pound) 


Hemlock No. 1 

Union 

No. 1 oak backs 

No. 1 oak bends, shoe mfrs.’ use. 
No. 1 oak bends, finders’ use.... 


33 
36 
39 
AT 
48 


56a 
SS ar 
92a .95 
98a 1.05 
1.15a 1.25 


Raw Hides and Skins (price per pound) 


(1913 A 


Native steers, as used in sole 
leather, harness, etc. ......... 

Heavy Texas steers, for sole 
leather 

Light native cows, for side upper 
leather 

Branded cows, for light. sole 
leather | P 

No. 1 buffs, for heavy upper and 
side leather 

No. 1 Chicago City calfskins, for 
fine calf leather 

Kids, for upper leather 

B. A. hides, for hemlock sole 
leather 


ee ee ee 


a 


Vv. 
55 
50 
62 
-50 
50 

1.02% 
80 


18% 52a 
18 soe 8 
ATMs ee B 
17% s02 8 
15, 45a 


17% ~~ 80a 
16% 65a 


30 A2a_ 46 
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On Leather Shoe Orders 


Always specify Spring-Step Rubber Heels 
when placing your orders on leather shoes. 
They are being rapidly recognized as the 
superior rubber heel. 


Spring-Step has three special selling 
points, which alone warrant your ap- 
proval: A receding breast feature for 
neat appearance; eight nail holes for closer — 
adhesion to the leather shoe, and the most 
resilient rubber for the longest possible 
wear. 


United States Rubber Company 
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This is the season for big sales of 
canvas footwear. The retail shoe mer- 
chant who is “on to his job” is al- 
ready taking steps to insure a pretty 
thorough clean-out of his stock before 
the season begins to wane. The best 
way to insure sales is by holding 
SALES. Making a special drive on 
canvas footwear and using all the 
various helps such as window dis- 
plays, counter displays, newspaper 
and circular advertising, all at one 
time, is bound to produce results, 

And do not forget to display prices. 
At this time, more than any other, 
shoes displayed without prices are 
likely to create the impression of 
high prices and thus prevent the in- 
quiry that can be closed into a sale. 
Canvas shoes, particularly rubber 
soled canvas shoes, are low priced as 
footwear goes. But if the recent ex- 
perience of the Rolls-Royce Com- 
pany in advertising motor cars at 
$14,950 showed that advertising the 
price produced sales from nearly half 
a hundred persons who had previ- 
ously thought the Rolls-Royce car too 
high priced, the moral need not be 
pointed out to the shoe merchant. 

The most important thing of all, 
however, is to keep the shoes out 
where they can be seen. This applies 
particularly to the better grades of 
canvas footwear, and especially to the 
sport-trimmed models and other spe- 
cialties whose appearance and smart 
style are important factors in pro- 
moting sales. 

One large store in the Central West 
has made an annual feature during a 
two weeks’ drive on summer footwear 
of offering a pair of leather shoes and 
a pair of canvas shoes at a combina- 
tion price which shows a worth-while 
saving over the cost of the shoes if 
bought separately. This is a scheme 
which can be employed by shoe mer- 
chants almost everywhere. 


“Drawing” of Feet Eliminated 


The great improvements which have 
been made in the manufacture of rub- 





pans ! € 


Rubber Tecdnaas 


The Market Situation - Prices and 
Style Information - Trade Notes 
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Rubber Soled Footwear Popular 


A Good Display with Prices Stated Helps Sales. 


Don’t Forget the Specialties 


ber footwear have increased their sales 
possibilities so that they are now a 
sales factor which progressive mer- 
chants cannot overlook. The styles 
show the latest trend. They are bet- 
ter made, of lighter weight materials 
that give greater service. The old 
objection, that of peeling where the 
sole joins the upper, has been entirely 
eliminated by most manufacturers. 
In all but the very cheapest grades 
the patented insoles used insulate the 








One of the popular summer sellers 
of white canvas, with rubber sole 


and heel, mahogany red rubber 


trimmed 





feet from the rubber and remove what 
was formerly a serious objection, i.e., 
that of drawing on the feet. Now 
the better grades of canvas footwear 
can be sold without hesitation on the 
argument that they are cooler and 
more comfortable than leather shoes 
for summer wear. The canvas upper 
permits a greater circulation of air. 
The efficient insoles not only prevent 
drawing of the feet but also insulate 
the foot from the heat given off by 
hot city pavements. 
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Twelve Months’ Sellers 


The greatest sales possibilities of 
rubber soled canvas footwear are in 
the summer months. But the pecu- 
liar advantages of these shoes make 
them desirable for all year round use, 
under certain conditions. A large 
number of men have found that a 
heavy rubber soled canvas work shoe 
can be worn under arctics with entire 
comfort during the winter months. 


What Rubber Jobbers Say 


Rubber jobbers report that while 
light rubber orders are coming very 
slowly and the retail shoe merchants 
are buying conservatively, that quite 
the reverse is true of the canvas shoe 
orders—in other words, that jobbers 
are receiving continuous small orders, 
which is a very healthy indication and 
shows that the retail trade is enjoy- 
ing a good canvas shoe business, 
Other men have found this same type 
of shoe extremely satisfactory for 
wear while taking care of the furnace 
and for general utility wear round 
the house during the winter. 

The growing popularity among 
women for rubber soled canvas shoes 
for all year round wear about the 
house is attributed to the fact that 
they are extremely comfortable and 
easy on the feet; that the soft soles 
do not scratch or mar the floors; and 
that they are economical and easily 
cleaned. 


The Vogue of White 


The growing vogue of white cloth- 
ing for house wear has also a helpful 
effect on the sale of white shoes. And 
the advantages of white canvas over 
white leather shoes are such that the 
majority of women will buy rubber 
soled canvas house shoes if the sales 
arguments for the shoes are properly , 
presented to them by the merchants. 
Those who prefer black for house ° 
wear can find desirable models with 
black canvas uppers. . 
Two particular lines of specialty 
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THE TESSIE 


One of the Most Wanted Styles 


No. 2206. Black Kid, Perforated, One 
Strap, Junior Louis Heel, A-C. 


Immediate Delivery 
$6.25 








An In-Stock Service on the Season’s 
Best Selling Turn Novelties 











By carrying in stock only the 
season's best selling novelties we 
are able to concentrate on pro- 
ducing the most wanted styles 
at a much lower cost than if we 
ae ee eS 2 ee endeavored to maintain a com- 


ated Strap and Quarter, Junior Louis Heel, No. 
Tmadtate telivery..: Sbrice $6.00 : 
plete in-stock department. By 


specializing in only quick sellers 
we have created a big demand 
for H & E hand-turned novelties. 
To be sure of delivery anticipate 
your needs and order now. 


No. 125—wWhite Polar Kloth Vincent One Strap, 
No. 10 Last, Full Louis Heel. to D. 
Price $4.95 


HOPKINS & ELLIS 


HAVERHILL, MASS. 
Boston Office - - 108 Lincoln St. 


No, 130—Black Satin Vincent One Strap, No. 90 
Last, Junior Louis Heel. AA to D...Price $6.00 
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canvas footwear which are more or 
less neglected by the average shoe 
merchant can be turned into real 
profit makers, if properly pushed, 


Push Bathing Shoes 

The first of these is bathing shoes. 
During the present time these shoes 
sell in tremendous quantities along the 
Eastern Coast. The growing popu- 
larity of swimming among women all 
over the country is causing a demand 
for these shoes in every community. 
Styles are offered which appeal to 
every taste and are within the reach 
of every purse. If there is consider- 
able interest in swimming in your lo- 
cality a window display of bathing 
shoes will undoubtedly prove a real 
money maker. 


Remember Athletic Footwear 


The other type of rubber footwear 
so often neglected by the shoe mer- 
chant is athletic footwear. As a re- 
sult of this, stores handling general 
athletic equipment are making seri- 
ous inroads upon the shoe merchant’s 
business. There is a wide variety of 
rubber soled athletic footwear with 
models particularly adapted for vari- 
ous athletic uses. These shoes show 
the merchant a good profit, requiring 
only a moderate investment in stock, 
and sell very well during the fall and 
winter months. 
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Most people would rather buy foot- 
wear from a shoe merchant. If the 
shoe dealer doesn’t carry and will not 
obtain a special athletic shoe needed, 
however, the customer will be forced 
to goto the athletic stores. What this 
means to the shoe merchant is evi- 
denced by the fact that certain well 
known athletic equipment stores 
which began featuring only rubber 
soled canvas athletic shoes, are now 
carrying a wide variety of leather 
shoes for golfing, hiking, skating and 
other athletic uses, as well as some 
shoes of the orthopedic type. 

The shoe merchant who wants to 
retain his hold upon his trade will 
have to carry a representative type 
of all kinds of shoes. A general can- 
vas line is not sufficient. He must 
carry canvas specialties just the same 
ashe carries leather specialties, or 
see his business taken away by the 
concerns which will cater to the spe- 
cialty demand. 4 

Rubber Easier 

The market for plantation grades 
of rubber, under the depression of the 
withholding of demand by manufac- 
turing consumers and steady addi- 
tions to already unprecedentedly 
heavy stocks in virtually all markets 
of the world, eased off another half 
cent recently, ribbed smoked sheets 
being offered on spot and for June 


arrival at 13%c., for July at 14c., 
August and September at 14%c.; 
July-December at 15c. and October- 
December at 15%c. First latex pale 
crepe was nominally quoted at 15%4c. 
on spot, 15%c. for July-September 
arrival and 16c. for July-December. 


Rubber Quotations 


Para-Up-river, fine 
Up-river, coarse 
Island, fine 
Island, coarse 
Caucho, ball, upper....... 
Caucho, ball, lower....... 
Cameta 

Plantation—First latex pale 

pe 


ao 
ran 
tO 
® 


Bae 


Q9H99NHHINHH9ISSS QHHHHO9 


Dc. «+ 
Conrw- 


» 
COOO-1-100- 


Brown crepe, thin, clean... 1 
Brown crepe, rolled...... 
Amber—No. 1 
Amber—No. 2 
Amber—No. 3 
Smoked ribbed sheets.... 
*Centrals—Corinto 
*Esmeralda 
SREGRIORE BCTAD occ cccccce 
i ge 15 
*Guayule, dry 
*Balata, block, Trinidad.. 53 
*Balata, block, Colombian 38 
*Balata, Panama 
*Balata, sheet 


et 
6 Ms se ees 


*Nominal. 


Scrap Rubber.—In the depressed state 
of the market there is nothing of interest 
to report. 

Boots and shoes...........- 
Arctics, trimmed 
Arctics, untrimmed 
Tires—Automobile 

Bicycles, pneumatic 
Hose, steam, fire........... 
Inner tubes, No. 1.......... é< 8 
Inner tubes, No. 2.........- ain 3 













(Continued from page 87) 
Glazed Kid 


Prices of. glazed kid still remain 
high on account of the raw material 
situation. Colors are quoted at 65c. 
to 80c. per foot for the top grades 
with some of the very choicest skins 
still held at a higher figure. Medium 
grade kid ranges from 40c. to 60c. 
and from 25c. to 35c. for the lower 
grades. Blacks are still selling at 5c. 
to 10c. less per foot than colors of 
similar grade. A fair business con- 


tinues, especially in the colors. Trouble 
is still experienced in working off the 
accumulation of blacks. 
Patent Leather 

There is more trading ‘being done 
in chrome patent sides, although 
blacks are not yet running at any- 
where near full capacity. The volume 
of business experienced, however, is a 
relief from the prolonged dullness pre- 
vailing last year. There is little 
change in price, the range being from 
35c. to 45c. per foot. 

The sole leather situation shows no 


material change over the past few 
weeks although the statement is made 
that more shoes are being made now 
in New England than at any time 
since the opening of the year. It is 
reckoned that in view of this the vol- 
ume of the sole leather business must 
on the whole be considerably larger. 
It is hinted that values are likely to 
go higher. In view of the large losses 
sustained there is less disposition to 
let any more leather go without a rea- 
sonable profit. Prices are on the basis 
quoted. 














(Continued from page 34) 


resulted in a larger output per operator and con- 
sequently a slight decrease in manufacturing cost. 

A survey of shoe prices made up from data 
submitted by about forty shoe manufacturers 
shows that prices as of April, 1921, are about 
33 1/3 per cent less than at the same period of 
last year. The largest average decline has been 
on shoes made of Russia calf and gun metal. 

The decline in shoe prices has come principally 
from two sources, first the decline in upper and 
sole leather prices and, second, from the squeez- 
ing out of superfluous mark-ups by the manufac- 
turers. There have been declines in linings, 
threads, laces and other items of findings, but 
these have been comparatively small and have 
not had much effect on the price of each indi- 
vidual pair. 

Neither hide prices nor leather prices have 
fluctuated materially for some weeks back, ex- 
cepting that the summer hides, which are always 





a better quality than winter hides, are now on 
the market and are bringing more than the long- 
haired winter take-off. Leather prices have stiff- 
ened somewhat in sympathy with the upward 
trend of hides. This is especially true in certain 
qualities and shades of calfskin on which there 
has been a particularly heavy demand. 

Shoe prices have shown little change since the 
April revision, and so long as conditions remain 
as they are, and merchants pursue the hand-to- 
mouth method of buying, it is not likely that any 
radical changes will occur, but if merchants delay 
buying and all rush into the market at the same 
time, advances are likely to occur. Advances 
of any consequence in shoe prices at the present 
time would be almost suicidal to the industry. 
The confidence of the public is gradually return- 
ing, and there is little complaint of present shoe 


prices, except in rural communities where farmers | 


complain of the exceedingly low price of country 
hides which they are receiving in proportion to 
the prices which they have to pay for shoes. 
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A Timely Warning To 











Every Shoe Dealer Who Buys Any One of the 
Numerous Imitations of THE “ARCH PRE- 


SERVER” SHOE, or Any Shoe Represented 
as Possessing Any of The “Arch Preserver” 


Shoe Features or Principles--- 


Should Demand From the Manufacturer of Such 
Shoe a Contract Guaranteeing and Insuring Him 
Against Any Loss or Costs Resulting from Any 
Legal Action Instituted Against Him by the Trustees 
Who Hold The Arch Preserver Patents and Trade- 
Mark and Who Are Pledged and Financed to 
Prosecute Infringements to the Court of Last Resort. 


Every retail shoe dealer should give this warning very careful consideration, because law suits for the 
protection of Patent Rights and Trade-Mark Rights usually are brought against the person or concern who sells 
and delivers the imitation or infringing article to the consumer. 

One very prominent retail shoe dealer, only a short time ago, saved more than $10,000.00 by demanding 
a protective contract from the manufacturer who persuaded him to buy a type of shoe which was a very 
good outward imitation of a patented shoe. 


An amazingly large number of manufacturers are offering shoes which are 
made to resemble, as nearly as possible, the patented bottom design of the Arch 





Patented Bottom Design 
of Women’s Arch 
Preserver Shoe Preserver Shoe. 

These manufacturers undoubtedly know they are trespassing upon other 
people's rights. They surely know that they are not putting into these shoes any 
of the patented features of last modeling and shoe construction which have made 


the Arch Preserver Shoe the most successful shoe in the world. 


But they want some of the business that is gravitating so rapidly to the 
shoe which is universally acknowledged to be the first and only shoe ever made 
that is mechanically right for regular, normal human beings to wear. — 


They know that the characteristic bottom design of the Arch Preserver 
Shoe does not mean anything except to provide a way for the public to distinguish 


it from other shoes. 


They cannot help knowing that this bottom design is protected by one of 
the broadest patents possible for the U. S. Patent Office to issue. But they want 
the business and they should know that it is the retailer who will have to pay 
the costs of legal action and who will in the end have to pay into the hands of 
the court all of the profits made on all of the infringing shoes that he sells. 


Suits may not be brought against every dealer who sells public-deceiving 
fraudulent imitations of the Arch Preserver Shoe. But every dealer who buys 
any of the imitations with the intention of selling them to the public is liable 
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Every Retail Shoe Dealer 


and should demand a contract which will guarantee him against 

the following losses: 

Cost of defending any law suit which may be brought by the Trus- 
tees of the Arch Preserver Shoe Patents and TradeMark; 

Prefits which may be ordered paid into the hands ef the court by 
all dealers selling infringing shoes, as indemnity to the owners 
and licensees of the Patents; 

TRADE MARK REG. U.S. PAT. OFFICE Time lost from business as a result of the necessity for defending 
a law suit. 














Plans are already in operation for listing every dealer who offers to the public any shoe which infringes 
any one of the various Arch Preserver Shoe Patents er the Arch Preserver Shoe Trade-Mark. Suits, natu- 
rally, will be brought against only a limited number of dealers, but in the event that these suits are decided 
in favor of the Arch Preserver Shoe Patents, every dealer will be liable for the profit on every pair of infring- 


ing shoes that he has sold. 





Herewith is printed a picture of the bottom of an Arch Preserver Shoe. Any shoe with a shank formed 
and bottom finished in a way that might deceive the public into believing that it was the genuine Arch Pre- 
server Shoe is an infringement upon the Arch Preserver Shoe Design Patent. 


No manufacturer will today make a shoe which in any way resembles this Bottom Design for any other 


reasen that to deceive the public. And the courts have a habit of protecting the public. 


There are thousands of ways that an honest manufacturer can finish the bottom of his shoe without even 
remotely resembling the Arch Preserver Shoe. So the sudden and almost universal practice of imitating this 


bottom design can be attributed to only one thing— 





A desire to deceive the public into believing it is getting something which it is not getting. 


Can any reasonable man believe that the courts of these United States will not protect the public against 


such palpable efforts at deception? 





Think it over and then ask your manufacturer if he is willing to guarantee 
and imsure you against the losses which probably will come to you if you offer to Patented Bottom Design 
the public any shoe which infringes any of the patents issued by the United States Ce ey 
Patent Office for the protection of the Arch Preserver Shoe. These patents 
include the following: 


Patent on the “Last” (8 claims), issued August 21, 1917. Patent on the 
Shoe Construction, including the Double Anchored Steel Bridge Shank (9 
elaims), issued December 11, 1917. Patent on the Bottom Design, issued 
October 10, 1916. Other patents pending. Trade-Mark shown herewith; issued 


October 24, 1916. 


If the manufacturers making and offering shoes which resemble the original 
Arch Preserver Shoe in outward appearance are not trying to deceive the public 
into buying a useless imitation of a truly meritorious shoe, they will not hesitate 
to sign a contract agreeing to protect and insure their customers against the pos- 
sible losses detailed above. 


Keep in mind the large amount of money that was saved by the dealer 
who was foresighted enough to take the precaution which is suggested herein. 


Trustees for Arch Preserver Shoe Patents, 


Mark W. Szxsy, for the Selby Shoe Co. 
James A. Munrokg, for E. T. Wright & Co., Inc. 
CuHar.tes Henry Brown, for the Licensor. 











Ne. 15 Ash Street, Flushing, Leng Island, New York 
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FACTORY SALE! 


READY FOR IMMEDIATE DELIVERY 


Fine grade of Goodyear Welt shoes made for our “In Stock Depart- 
ment” and represents season’s latest novelties. Made of Thayer Foss 
Co.’s finest grade nubuck and J. S. Barnet & Co.’s top grade Russia 


Calf. 


i: €-? ot s a @: , @ 5 ¢ 
Hess . Carlisle Lille 
Tan Russia Calf. White Nu- All White Nubuck. Tan Rus- All White Nubuck. White Nu- 


buck. Straight tip only. B, sia Calf. B, C and D. 3 to 8. buck and Tan Calf Trimmings. 
C and D. 3 to 8. B, C and D. 3 to 8. 


Dorothea Jeanne Dartmouth 


Tan Russia Calf. White Nu- Ball Strap 5 eyelet Oxford. White Nubuck, Tan Calf trim- 
buck. White Nubuck with Tan All White Nubuck. Tan Rus- med, white welting, sprayed 
Calf Trimmings. B, C and D. sia Calf. White Nubuck, tan enamel heels, 13-8 military and 
3 to 8. calf tip, ball strap and foxing. 18-8 Louis Heels. B, C and 
12-8 heel. B, C and D. 3 to 8. 4. 3 to 8. 


WIRE FOR CLOSE OUT PRICE 














Wonderful opportunity for July and August sales on high grade goods that can be re- 
tailed at less than cost to manufacturer. 


YNCH SHOE COMPANY 


192-210 BROAD ST. Lynn, MASS. 




















June 18, 1921 


“BUYING MORE FREELY” 


So Says Irving Cohen, with R. H. 
Long Shoe Co. 


Irving Cohen, formerly with O’Con- 
nor & Goldberg, is now representing 
the R. H. Long. Shoe Company in 


IRVING COHEN 
With R. H. Long Shoe Co. 


Indiana and Southern Michigan. Ac- 
cording to Mr. Cohen’s observations 
merchants in his territory are getting 
pretty well out from under excessive 
stocks. The hand-to-mouth method of 
buying has resulted in merchants 
cleaning up better than. for several 
seasons back. They are beginning to 
see daylight and are buying with 
more confidence and for delivery dates 
farther in advance. 


N. 8S. T. A. OFFICES CHANGED 


All communications to the National 
Shoe Travellers’ Association should 
now be addressed to Room 706, 183 
Essex Street, Boston; phone number, 
Beach 8236. -For many years the Na- 


tional Secretary’s office has been lo- 
cated at 207 Essex Street. Secre- 
tary Delany has everything in readi- 
ness now at his new location to give 
the boys making Boston on their re- 
turn trips a hearty welcome. He ar- 
rives early in the morning and is 
fairly buried in work all day long 
with plans for the big National Shoe 
and Leather Exposition and Style 
Show, Inc. 


Regarding H. & M. Hustlers 
George R. Vollman, sales manager 
of the Helming-McKenzie Shoe Com- 
pany, and the entire H. & M. sales 


GEORGE R. VOLLMAN 
Sales Manager Helming-McKenzie 


force, are in their respective terri- 
tories with a full line of oxfords and 
shoes for the coming season. Mr. 
Vollman will visit the New York buy- 
ers, following trips to Cleveland, 
Pittsburgh, St. Louis, St. Paul and 
Chicago, expecting to complete his 
itinerary about July 15. 

Following his usual custom, Mr. 
Vollman will be at his office in Cin- 
cinnati each week-end to arrange any- 
thing needing his personal attention 
and leaving the following Monday to 
continue his visits to the trade. 


Cwiak with Harsh-Chapline 
Joseph Cwiak, who for five years 
has represented The Brown Shoe Co. 
of St. Louis in @hicago, has severed 


his connection with that organization 
and is now selling the Harsh & Chap- 
line line. He will remain in Chicago 
and look after the city trade and near- 
by towns. While work shoe‘ stocks 
are low in most stores, merchants 
hesitate to buy in large quantities 


JOSEPH CWIAK 
Who sells the Harsh & Chapline line 


because of the large number of men 
who are unemployed in the building 
trades and other lines of work. Buy- 
ing consists largely of sizing up or- 
ders and replacing badly broken lines 
with new merchandise. 


NEWS FROM HEADQUARTERS 
National Secretary T. A. D.’s Latest 
Bulletin 

Larry Cross, the affable salesman 
for the Pels Shoe Co. of Brockton, 
Mass., was seen one evening recently 
buying an extra assortment of United 
States postage stamps of various de- 
nominations in the William Penn Ho- 
tel, Pittsburgh, Pa., and when quizzed 
as to why such extravagance, with 
his usual modesty merély ‘said, “Oh, 
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A paragraph 
Worth repeating 


“The fact that the important ligaments of 
the foot are closely followed in the construe- 
tion of the FEDERAL ARCH-LIFT makes it 








practieally a set of substitute ligaments.” 


This paragraph appeared in 
our last advertisement. We 
believe that the truth it tells 
should be in the minds of 
every thinking shoe merchant, 
for it is the principle of the 
ARCH-LIFT that makes it 
such a successful sure selling 
arch support. 


This entirely different lifting 
principle has been recognized 
everywhere. The medical 
fraternity have warmly en- 
dorsed it. Wearers of ARCH- 
LIFTS have been even more 
enthusiastic. Meanwhile the 
ARCH-LIFT is selling—®dzg. 


Write for our dozen assort- 
ment covering all sizes, colors 
and weights. With this initial 
dozen comes a striking win- 
dow display, newspaper elec- 
tros, consumer literature, wall 
chart and complete aang in- 
formation. 


ARCH-LIFTS retail for 
$6.00, $7.00 and $8.00, and we 
allow the merchant an excep- 
tionally generous margin of 
profit. Get your order in for 
your locality—quick. In or- 
dering less than the dozen as- 
sortment give weight of cus- 
tomer. 


ARCH-LIFTS will be exhibited in a big double space 
at the National Shoe and Leather Exposition and 
Style Show, Boston, July 11-14. Keep this in mind 


and don’t fail to get to our booth. 


Federal Arch-Lift Manufacturing Co. 
168 Dartmouth Street, Boston, Mass. 
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just to keep Uncle Sam’s printing de- 
partment busy. But he was seen to 
plant a liberal lot of the stamps on 
a good sized, fat envelope addressed 
to “Pels,” Brockton, Mass. Larry 


can generally dig up an order if there 
is one running around loose. 


That Style Show “Duet” 


That the hospitality committee of 
the National Shoe and Leather Ex- 
position and Style Show, Inc., is on 
the job is evident, for two of its big- 
gest members are planning great do- 
ings right now. Dave Tobin of the 
Lindner Shoe Co. of Carlisle, Pa., 
was in touch with the chairman re- 
cently and had his blueprints all ready 
for the layout of the floor space. 
“Dave” is to have charge of the seat- 
ings at the Style Show in front of 
the stage only—and is planning to 
have every shoe salesman in New 
England_as assistants and ushers. 

With “Dave” is George Manson of 
the Dalton Shoe Co. of Brockton, 
Mass., who has returned for the sum- 
mer after hooking some nice business. 


Moore Busy Selling 


R. T. Moore, salesman for the Plant 
Bros. & Co. of Manchester, N. H., 
bade a fond adieu to the office at 107 


~ 
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Essex Street, recently to round up 
some of the orders about Chicago and 
the Middle West. His new styles have 
made the buyers curious and they 
just invited him to call to show them, 
also to sell them, when he returns 
in a few weeks, there will be more 
money for the shoemakers in Man- 
chester to spend. 


“Art” from Michigan 


“Art” Martin of the Holland Shoe 
Co., Holland, Mich., gave a personal 
interview a few days ago concerning 
the Northwest, wherein he travels. 
“Business is very good. I am all sold 
up on our boys and youth’s shoes, and 
have but a few more customers to call 
on to complete my quota on men’s 
shoes.” “Art” lives in Jackson, 
Mich., where was born the Republican 
party, and at every anniversary of 
its birth, the town has one or more 
celebrations in which he is a con- 
spicuous entertainer. 


Regarding R. S. MacLean 


R. S. MacLean of the Strassburger- 
Stiles, Inc. of Brooklyn, N. Y., made 
a short stop-over in Boston recently, 
finishing up his trip through the Mid- 
dle West. He reports very good busi- 
ness on fancy shoes and novelties. 
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“R. S.” has been in a deep brown 
study while at home, but he is bright- 
er now, having lined up his samples 
for the ultra-exclusive trade which 
comes to New York and Boston. 


Maxwell on the Job 

A few words were recently received 
from Charles F. Maxwell of the Hur- 
ley Shoe Co., who was then in Lincoln, 
Neb. Charlie reports business is 
picking up very satisfactorily and 
that he has booked some very fliatter- 
ing orders. That “Charlie” is always 
on the job needs no mention, for if 
there be any extra time he is busy 
with his duties as chairman of the 
hotel committee of the National Shoe 
Traveliers’ Association. It was but 
a few weeks ago a in his persua- 
sive way, he convinced two different 
hotels of the injustice of overcharges 
and secured a rebate and also profuse 
apologies. Then he came across three 
cases of negligence wherein baggage 
was delayed unnecessarily. These 
three cases he rectified so that now 
all needless waste of time is elimi- 
nated. Mr. Maxwell has his plans all 
settled by which a campaign is to be 
launched to induce the Massachusetts 
Legislature to pass laws which will 
compel hotels in the old Bay State to 
post rates in every room—and that 

(Continued on page 99) 


The sales force of the Ogden Shoe Co. had a conference May 9 at the Milwaukee factory. The following salesmen and officials 


were present and had their pictures “took”: Salesmen and officials, reading from left to right: T 
Caldwell, Washington, Oregon, Idaho; R. A. Spiegel, general poe da : nog : $ 
Hilson, Alabama; Thomas Tuskewitz, manager service department. 
California; William Skinner, Illinois; R. F. H 

Oklahoma; W. 8S. Edwards, North and South Carolina; Guy Ferguson, 


Dickson 


row—S. W. Burke, Ohio; J. G. 


Wisconsin; A. B. Askew, Texas; Joe 
Second row—E. W. Allen, sales manager; R. N. Bierce, 


udson, West Virginia; George W. Wilson, Kansas and Colorado; F. P. Armstrong, 


entucky and Tennessee. Bottom row—F. V. Van Elis, 


credit manager; William Sanders, Louisiana; W. W. Walters, New York; A. O. Peters, Michigan; M. H. Murray, Arkansas; 
Frank P. Babcock, Arkansas; O. W. Nottingham, Indiana 
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(Continued from page 42) 
stocks, both in drygoods and commodities, and that 
the demand for replacement and repair which in itself 
produces the principal volume of our domestic com- 
merce. 
Trade Quiet Until Next Harvest 

He predicts that there will be no immediate return 
to prosperity because trade will be quiet until harvest 
time. He believes that the railroads are using their 
utmost thought and endeavor to reduce operating 
costs and thereby lower freight rates. The survey 
showed that textiles, more particularly wool and line, 
are doing somewhat better as likewise the shoe in- 
dustry, especially in women’s footwear. 

Mr. Douglas has pointed out that business generally 
is gradually realizing the fact that returning prosper- 
ity in this country depends on the recovery of Europe 
since she is and’ will be for a long time to come the 
best market for our surplus. 


Tariff Fight is On 


Controversy over ad interim tariff legislation threat- 
ens to seriously impede legislative work. Republican 
leaders are at odds over the proposed Longworth joint 
resolution which would make the permanent tariff 
rates effective from the date of introduction. It ap- 
pears that the only way to make peace among the tariff 
agitators is to accept the so-called non-controversal 
legislation which the United States Tariff Commis- 
sion will propose as a revenue measure. If the Com- 
mission’s plan is accepted, it will bring about tempo- 
rary peace in political camps. 
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The Tariff Commission had previously recommended. 
to the Ways and Means Committee of the House that. 
statutory provision be made whereby duties and taxes. 


would attach to merchandise previous to the date of 


the final passage of tariff and internal revenue laws. 


Aim to Prevent Withdrawals 


In making this recommendation, the commission. 
designated as “the interim” the period between a time 
to be fixed in a revenue bill, or between the time of 
the report of such measure by the Ways and Means. 
Committee of the House, and the date of the definite 
enactment of the measure into law. They insisted 
that with statistical corroboration, that where in- 
creases in customs duties and internal taxes are under 
consideration and probable, importations are “rushed” 
and withdrawals from bonded warehouses multiplied, 
with the manifest purpose of avoiding the anticipated 
new duties and taxes. Certain Republican leaders be- 
lieve that it is only fair to the taxpayers of this coun- 
try to enact ad interim legislation in order to protect 
the revenue. There are numerous European countries 
and Canada which have this so-called “stop-gap” leg- 
islation which is not regarded as discriminatory in 
any respect. 

Even the optimistic in Congress are unwilling to 
admit that the permanent tariff bill can be enacted 
within two months. The quarrels within the ranks. 
of the majority have developed to such an extent that 
it is extremely doubtful that the bill will be reported 
by June 15. 








In Tribute to Peter T. Hallahan 


By H. WALTER SCOTT 
Second Vice President, Boot and Shoe Recorder 


I have just come from the last ceremonies that 
marked the passing away of Mr. Peter T. Halla- 
han of Philadelphia, and I am writing because I 
want to express appreciation of a member of our 
industry and a citizen of our city, whose pres- 
ence with us will be so sorely missed. 

In a long association that one forms with a 

class or a group of men, some are bound to stand 
out marked with an individuality of their own, 
and in my own experience, Mr. Hallahan has al- 
ways stood with me as emblematic of helpful- 
ness and encouragement. 
- In the early days of my RECORDER connection, 
when experience had not taught me the solution 
of the many problems with which I met almost 
daily, Mr. Hallahan was very frequently a coun- 
selor and guide. 

I like to think of the many occasions in which 
he took the limited time of a busy man to give 
me the encouragement and advice that was so 
helpful in presenting—those suggestions of shoe 
interest to our readers that my limited knowledge 
of the industry would not have permitted other- 
wise, and withal, I liked his geniality and unfai}!- 
ing good will. 

I like to recall the little laugh with which he 
would relate some illuminated anecdote or point 
an instructive remark, and I am quite sure as I 
saw to-day, my own sentiments are strongly re- 
flected in his associates in the manufacturing 
industry, for in attendance at the services to-day 





were practically all of his business associates, and 
he had many. It was obvious that with all of 
them their attendance was not prompted by the 
punctilio of social usage, but was prompted, as my 
own, by a sincere desire to pay our last tribute 
to a man who fully deserved: our individual high 
esteem and appreciation, just as he himself would 
have been quick to respond to a similar sentiment. 


TWIN SERVICE IN FOOTWEAR 

Merchants in anticipating footwear wants for fall 
and winter should in like manner anticipate weather 
possibilities. Just because the last winter season was 
mild and open is no indication of a similar condition 
next fall and winter. 

Merchants who discount the possibilities of boots 
as most of them do, look to oxfords and walking welts 
to serve the public as footcoverings. But with these 
low effects there is often a necessity for protection 
from the weather. One way to get this with a stylish 
article is through the wearing of boot tops. 

A new boot top has been designed by the Tweedie 
Boot Top Co., at St. Louis, which comes in an extra 
height with an adjustable top feature. This is good 
not only for regular wear but for outdoor sports. 
With this Pattee, the 12-inch boot top becomes both 
stylish and practical. 


SPORT SHOES AND HOSE 
For men there are country club shoes of white 
buck with black trimmings, and sport hose of silk 
and wool mixture, in black and white colors to 
match. Also, there are similar combinations of white 
and tan. Some merchants are offering shoes with 
sets of hose to match. 
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(Continued from page 97) 
no rate can be changed without a 
week’s notice—also that commercial 
salesmen should be granted a dis- 
count on mileage books. 


Walker Makes New Connection 


Frank P. Walker, for 27 years with 
Dean, Chase & Co., Boston, became 
associated June 1 with Thomas, Lake 
& Whiton, Inc., shoe manufacturers’ 
goods. Mr. Walker will cover the 
same territory on the South Shore 
and Eastern Massachusetts shoe 
towns which he has for so many years 
looked after for Dean, Chase & Co. 
Mr. Walker’s many friends in the 
trade will be glad to greet him in his 
new connection. 


When off the road, 
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his headquarters will be at the com- 
pany’s office, 147 Lincoln treet. 


Commercial Travellers Elect Officers 


The United Commercial Travellers’ 
Association, New England Council, in 
its recent convention at Worcester, 
Mass., elected these officers: Grand 
counsellor, Everett B. Stacy of Lynn; 
grand junior counsellor, Alley R. 
Knight of Auburn, Me.; grand con- 
ductor, Thomas H. Hersey of Bangor, 
Me.; secretary, Charles A. Haines of 
Boston. 


McClure in Rhode Island 


Frank McClure, who travels for the 
Flexible Shoe Co. of Rochester, N. Y., 
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has been showing his line recently 
in the various Rhode Island cities. 
“Mac” states that business is holding 
its own. 


Pratt with Ashland Leather Co. 


Charles M. Pratt, formerly of Free- 
to-Pratt, leather dealers, 183 South 
Street, has severed his connections 
with that firm and has joined the 
selling organization of the Ashland 
Leather Co., Mr. Pratt has a host of 
friends in the trade. He will call on 
the shoe manufacturers and sole cut- 
ters in New England, representing the 
“Ashland Oak” line in bends, bellies 
and heads, and the “Valley Forge 
Oak” in cow and steer backs, bellies 
and heads. 








Rochester Style Show to Be the Best Ever 


Plans 


for the Eleventh Rochester 


Sherwood Shoe Co., treasurer; Harry A. 





Shoe Style Show are rapidly taking form 
and there are indications that the show 
will be the best staged by the Rochester 
Association of Traveling Shoe Sales- 
men. 

As the show will be held during the 
second week of July, when the :Retail 
Shoe Dealers of New York State gather 
in Buffalo, it is expected that many buy- 
ers will come direct from Buffalo to 
Rochester. The dates of the Rochester 
show were fixed for July 11-16, as it 
was believed that they would be most 
convenient for buyers in attendance at 


aoe 


re Show 
ESTER NY.- 


Chase, The Shoe Retailer, secretary; Asa 
J. Peck, Burrows Shoe Co.; George J. Wil- 
son, Wilson Turn Shoe Co.; Frank 
Shafer, Moore-Shafer Shoe Mfg. Co.; C. 
W. Anderson, Newcomb-Anderson Shoe 
Co.; W. C., Goodger, Imperial Shoe Co.; 
F. A. Kuhnert, Piehler Shoe Co.; J. P. 
Beatty, C. P. Ford & Co.; Gene Connor, 
EK. P. Reed & Co.; Harry M. Joy, Joy, 
Clark & Nier; J. P. Byrne, John Kelly, 
Inc.; Frank Cahill, The Menihan Co.; 
D. D. Oster, W. B. Coon Co.; E. E. Ga- 
nung, Williams, Hoyt & Co.; Fred S. Brill, 
C. A. Eaton Co.; Elmer Beasley, D. Arm- 








the Buffalo convention. 
Personnel of Committee in Charge 
The committee in charge of this year’s show is: 
Clark B. Rowley, Sherwood Shoe Co., manager; R. B. 
Leard, Utz & Dunn Co., chairman; Gus A. Schaub, 


strong & Co.; S. G. Gould, Leach Shoe Co.; 

J. T. Tuthill, Dugan & Hudson; Charles 
H. Briggs, P. W. Minor; Charles H. Helmer, Empire 
Last Works, and R. L. Seward, Boot and Shoe Re- 
corder. 








(Continued from page 39) 


ing and the prices are so much higher, they 
would not buy, but preferred to buy them from our 
own Atlanta stores. 


Keep Your Buyers Active 


The best way to combat this evil, and I refer to the 
mail-order house and traveling shoe salesman of the 
Northern and Western cities, is for “our buyers to 
be on the job,” be careful in the selection of their 
styles. Don’t have too many. Give the matter such 
thought that you would give to anything else that 
you would put as much money into; buy only such a 
diversity of styles and kinds; not conflicting ones, 
buy widths; not extremes at either end, and not ex- 
tremes small or large sizes, and if your stock has 
been bought right, you need not be afraid of that 
kind of competition or any other; but remember, cer- 


tain kinds of footwear should be sold very reason- 
able, others at a greater profit and yet others should 
pay even larger percentages. 


STY?.E SHOW COMMITTEE BUSY 


Philadelphia Exhibit Promises to Be Bigger and 
Better Than Ever 


Philadelphia.—The Philadelphia Footwear Style 
Show, which will open at the Bellevue-Stratford, 
July 18, and continue for two days, promises to be 
larger and better than last year. Already nearly 
fifty exhibits have been planned and the local manu- 
facturers’ association, which has the affair in 
charge, is leaving nothing undone to make the show 
a great success. Only local concerns will exhibit, 
the idea being to have annual exploitation of strictly 
made-in-Philadelphia products. 
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"NIN 


BLACK and WHITE 


IN-STOCK NOVELTIES 
SATIN CANVAS 


READY TO SHIP 


$3.25 


HA 


_ by Louis Heel, 


eS as DUCK 


Ss 
B-110 antec Bc and’ D, B-195 Turn’ (strap, ‘Baby LXV 


2% to 8 
TERMS — 2% 10 DAYS 


Minimum orders, one dozen pairs. 


HANNAHSONS SHOE CO. 


35 WINGATE ST., HAVERHILL, MASS. 


= 
= B-140 BLACK SATIN TURN d STRAP 
= 
=> 
= 
= 


AAA 


E NNN 





liz 
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HIN 


One Shoe—in Three _— | 


And Five Leathers 
for Fall Delivery 


{ 


Another number from our line that meets the ap- 
proval of the discriminating buyer— 


Plenty of style—yet built on conservative lines—no 
style gamble in this shoe. 


You can order now with the perfect assurance that 
the style will be right during the entire fall season. 





Let us have your order for all styles in all leathers 
or otherwise as you may elect. 


No. 345 THE CO-ED. One strap, Goodyear Welt, 107 
last, 11% inch military heel 


Grade A Russia Calf, any shade, Grade B Russia Calf, any spate. 
with ball strap. Price 6. with ball strap. Price 5.7% 
Same, without ball strap. Same, without ball strap. 
Price e Price 
Patent Colt, with ball strap. Gun Metal Calf with ball strap. 
i @...-86.00 Price $5.54 
Same, i a le Same, 
Price 5.7! Price 
Brown Side, with ball strap. Brown Kid, with ball strap. 
Price $5.35 Price 86.5 
Same, without ball strap. Same, 
ice $5.15 i 





Price 


Imitation Ball Strap on any of above 10c extra 


NEW YORK OFFICE 
437 Marbridge Bldg. 


CHICAGO OFFICE 
304 Lees Bldg. 


Patepit Colt 
with plain Tip 





BTU 
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Made in Brooklyn In Stock June 15th 


THE PEACOCK 


$6.00 








Made of ~~ Widths 
woven White St. 

Regis Canvas AA ..4 to8 
trimmed in Patent A ..4 to8 
Leather on pose @ «2 8 
Tip —Collar an C ..2Yyt07% 
Strap, White D ..2Y%yy~to7 


Welt, 11/8 Mili- 
tary Ivory Heel, 
Oak Sole, with 
white edge. 


No less than 9 
Pairs to a width. 























Our samples will be on exhibition at THE STYLE SHOW, July 5-6-7-8 


THE VOGEL-MILLER SHOE CO. 
119 Fourth Ave. Brooklyn, N. Y. 





© PD HHH OOOOH HHO OHHH H4HHHOOHHHOOHO OOO 
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. 





To the Attention of All Manufacturers 
of Women’s Turn and McKay Slippers 


Our new line of Trimmings for next season will be ready 
soon after July |. 








LLL LILI it LT 


We will be pleased to make appointment to have our 
salesman call on you, or to send samples on your request. 


D. T. Dudley & Company 
(Established 1873) 
66 Washington Street Haverhill, Mass. 


i 
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EN 


C.H.ALDEN CO 


Us & 


ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 

the trade require. 
—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 


other way. 


° o o o oO 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 











This illustration represents one of the styles that can be deliv- 
ered promptly made in Gallun’s Black and Tan Norwegian 








FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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Ladies’ Feacy Rell Seep Oxbuste 
_@ ilinen 


“SPECIAL. , 
* High Grade Shoe | 


STOCK No. 414 


IN STOCK 
Price $5.75 


| Barnet’s 33 light shade of Tan i 
Russia Calf. Widths AAA | 
to D. | 











WHITMAN & KEITH COMPANY 


DESIGNERS AND MAKERS OF MEN’S AND WOMEN’S FINE SHOES 


Brockton (Campello Station), Mass. 








N 




















_- ea- 
7 oo 
oo. ean’ on a 


Cat©) 








ip No. 137114 








No. 1416 f HYGRADE 

[HYGRADE ENAMELLED BUCKLES we oe ve 
R 

NONRUST THAT HARMONIZE WITH COMPOSITION 


COMPOSITION 


STYLISH SUMMER FOOTWEAR 


Harmony is the keynote of summer. 
We manufacture a large assortment of 
buckles to match leathers which will 
be popular all season. 


Samples sent free upon 
request of manufacturers. 


NORTH & JUDD MFG. CO. 
NEW BRITAIN, CONN. 
G D) 


No. 1061 
NON RUST 
COMPOSITION 





No. 1141 


NON RUST 
COMPOSITION 


BRANCH 
SALES OFFICES 
NEW YORK 
CHICAGO 
or. Louis 
SAN FRANCISCO 





ALL LEADING 
JOSBERS SELL 
OUR PRODUCTS. 






ANCHOR HAROWARE 











BRAND PRODUCTS 











_— ~ 
on.” -2 - 





-“ « @ e x ~*~ "ea? = * 
eo? .& co Se re. 
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“Follow Through” Miss GHUKRAFI. 


says: 
3 “Follow through” 
The Styles : , with 


shown below ( QUALITY 
fix the course 4 7 UKRAF L. FOOTWEAR 


for good go- 




















These shoes give direction to speedy 
ing. - 4 turnover, increase driving power and 
keep Retailers “out of the rough” of 
dead stocks. 





GHUKRAFT, SHOES are built to deliver dealer satis- 
faction. This satisfaction “follows through’’ beyond 
dealers’ shelves to their customers. 


Right now, when the public is shopping 
for quality and price, 

SHOES are the kind your trade wants. 
Let your order ‘‘follow through” to us 
for these timely styles shown here. 





Telegraph Code Word—Basis 
Telegraph Code Word—Cabin No. 398—Panel Two Strap Black Glazed Kid 
No. 406 Panel Two Strap, Imitation Ball Leather, Last No. 182, 14/8 Junior Louis Heel, 
Strap and Tip, Medium Light Tan Calf Leather, Seven Iron Imitation Turn 
Cochin Shade, Last No. 183, 12/8 Military Heel, 


B to 8 D 3 

B ‘ D ‘ No. 403 is the same as above ex- 
No. 406—Lig cept in Brewn Kid 
e 


seaonable OG E Soe Go Ressonavie 
Shoes at . Co Lu m bu S © Prices 
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A line of men’s fine shoes in which 
established high standards of ma- 
terials and workmanship are main- 
tained. 


OUR SALESMEN ARE IN 
THEIR TERRITORIES 


showing our line of Fall samples, in- Style of our Brogue Oxford 
cluding our Junior line of Boys’ Full Double Sole 

Knox Shoes. on PARK Last. 

Our Latest Model. 

Creese and Cook’s 

TONY RED CALF 


Write us, so we may direct our near- 
est salesman to call. 


KNOX SHOE COMPANY 


Milford, Mass. 


Boston Office—135 Linco!n St. 





Booth 185 




















USMC CORK INSOLES 


for men and women 


A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


United Shoe Machinery Corporation - Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Co. - - Boston 





June 18, 1921 | BOOT AND SHOE RECORDER 


AnAll Season Shoe 


The “Town Talk’ 


Made of Mahogany Calf 


Here is a shoe that will prove a 
ready seller in all seasons and for all 


weathers. 





“Town Talk,’ the latest word in 
brogues, is made of Cordo Russit 
with circular seam, ball strap and 
medallion tip. “Town Talk” Ox- 


fords have heavy grain oak insole 





and over-weight oak outsole, with 


Goodyear Wingfoot heels. 


Ogden — standardization, _ selling 
policy and dealers’ helps are active 


aids in moving your stock. 


Price $5.50 Pair 


In Stock for Immediate Shipment 


Widths AAA to D 


OGDEN SHOE COMPANY 
MILWAUKEE WISCONSIN 


1125-6-21 





2 
=> 
= 
= 
L 
= 
= 
= 
= 

= 
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IN STOCK 


SUMMER STYLES FOR QUICK TURNOVER 


White Eve Cloth 
Black Glazed Kid 
Tan Russia Calf 


wee E Cloth, White I S 
White Ivor; “Y ELT. _— B 258—Black Glazed Kid One Strap — 


3/8 White I Heel, W 
mage hae Covered Wood Junior Louis Heel, N. 


$4. 65 Wire Your $6.00 


B 260—Same in Medium Wide Toe, Com- Orders. 
bination Last, 12/8 White Ivory Sole and Terms: Net 30 Days. B 259—Same in Tan Russia Calf, TURN. 


Heel, WELT. 
$4.80 $6.25 


ors JOY, CLARK & NIER, Inc. 


ROCHESTER, N. Y. 











ll 


“STEEL SHOD” 


WELT SHOES FOR YOUNG FOLKS 


The sort of shoes that look well and wear well—high 


BOYS’ TAN SS 
CALF OXFORD See, = grade and reliable—styles to meet the requirements 
IN STOCK of the exacting and produced by a firm that has been 


Immediate Shipment identified with these qualities. 
Sizes i to 6 
Widths B, C, D -_ 
Colors: Mahogany and Nut Brown Look for the Anvil in the Heel 
$4.50 


We Carry Some Styles in Stock 
Let Us Send You Samples 


BRENNAN & WHITE SHOE CO., Inc. 


High Grade Welts 
31-35 WILSEY ST. 


te 


MO 
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“KEEPS GOOD FEET GOOD” 


There Is a Real Need for a Shoe Possessing 
the Peculiar Features of the 
“Arch Preserver Shoe” 


Do You Realize That Feet Are 

the Body’s Arches—and the 

Shoes Are Bridges for the 
Feet? 


Disregard of this fact is the greatest 
cause of all foot suffering. 

For the most delicate part of the foot— 
the long Arch, running from heel to ball, 
has its two ends held together by the vital 
cord, the bow string of the foot. Ordinary 
footwear gives scant attention to this cord, 
compelling Arches to carry their load un- 
assisted by anything but air, and permitting 
the forepart of the foot to pull further and 
further away from the heel at every step. 

Disregard of this principle means flat- 
tened arches, painful and ruined. 


“Arch Preserver Shoes” 
Conform to Demands Made 
by Gentlemen of Taste. 


The Arch Preserver Shoe is a revolution- 
ary idea in last, model and shoe construc- 
tion with the essential features of scientific 
bridge building carried into the making of 
the shoe. The combination of many fea- 
tures interlocking and working together 
like a marvelous piece of machinery, all for 
the purpose of making men comfortable 
while on their feet, adding to their capacity 
both work and pleasure. 


This Perfect Shoe 


A shoe that has a stylish, well set up appearance at-once 
separating it from the ordinary run of shoes, fitted from 
heel to ball instead of from heel to toe, with the assurance 
of longer wear and cheerfulness because of the rigid arch 
construction and the flat, even tread base, which can’t break 


down. 


They Mark A New Standard and 
Shoe Value In Selling Appeal 


JULY 


SUN MOM TUE WED Tay FR SAT 











Made Exclusively for Men by 


E. T. Wright & Co., Inc. 


Rockland, Mass. 

















































Buyers’ Easy Reference Directory 











Oniform 


90 Wareham Street 
BOSTON, MASS. 








TANNERS CUT SOLE CO. 


Oak and Union Cut Soles of 
Quality, 
Sorted to Standards 
perts. Enlarged Capacity and 
Variety of Grades enable us to 
supply all demands. 


Large Capacity—Prompt Service 
MANUFACTURING PLANT: 


NEW YORK, CHICAGO, CINCINNATI, MILWAUKEE, ST. LOUIS 


Cut and 
by Ex- 


DISTRIBUTION OFFICES: 


321 Summer Street 
BOSTON, MASS. 
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A Scientifically 
Constructed Shoe 


The Burkley Ventilated Foot De- 
veloper is made under the sanction 
of prominent men in the medical 
field. The growing foot of the 
child could be fitted with nothing 
better. Long wear 
and perfect fit make 
them little sales 
builders. For quick 
deliveries, phone 
Brockton 2133. 


BURKLEY 
SHOE Co. 


1156 No, Main St. 
Brockton, Mass. 


VENTILATIONS 
PATENTED 






. 
oe eeeweweeeeeeerrtrtrtrtere ee 
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[5 Retails, $2, $3.50 














Style 





A WANNALANCIT MOCCASIN 


Attractive, long-wearing slipper for home comfort. Made 
of buck, deer or elk. Sizes for men, women, children and 


infants. Plain or Fancy. 
Prompt shipment of large orders as well as small. Con- 
tinuous service. Factory running to capacity. Interesting 


catalogs and price list sent at your request. 


J. S. TURNER MANUFACTURING CO. 
133 Middle Street Lowell, Mass., U. S. A. 




















IN STOCK 


Orders Shipped Same Day 
Received 


Cab Boudoirs— 
Black 
Red 





Kid Ballets— 
Childs’ 8%4-11 ........ 


Misses’ 11%4-2 
Girl’s 2%-7 





Net 30. 


THE BAY STATE SLIPPER CO. 


HAVERHILL. 


Terms 2% 10 days. 


MASS. 
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IN STOCK! 


Patent Leather, Gun Metal, 
and Tan Calf. 





SO. ccs $1.85 5-8..... $1.60 
White Canvas 
eee $1.05 5-8..... $1.25 


Sturdy little shoes of real merit. Made with choice 
leather quarter linings and counter. Equipped with 
tough vet flexible 8 iron sole. Other styles in stock 
2-11. Your trial order opens the way to new business. 
Send for stock list. 


JAQUES & CLEMENT 


Haverhill, Mass. Boston Office, 215 Essex St. 
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Kistler, Le 


SOLE LEATHER 
AND 
BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 






























FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he. should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 




















Outdoor Beauties 


Poise is born of the assurance that one 
is well dressed. To dress well, one must 
give attention to every detail. 


The Diamond Brand Fast Color (Visible) 

Eyelet is a style detail not to be ignored. 

United Fast Color Eyelet Company 
Boston, Massachusetts 


From actual p 
All 





hotograph by Garo, Bosto 
rights reserved 
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RILEY’S White Shoes with Guaranteed Neolin Soles 


ving velume sellers for this season. They are made in three styles: Spert Oxfords, Plain 
eo f= At Strap Pumps. EXCELLENT $4.00 and $5.00 RETAIL SELLERS. 
We can fill orders for delivery August Ist. 








No. 2803—Women’s White Sea Island Can- 





No. 2902—Women’s White Sea Island Oan No. 2911—Women’s 


vas Oxford, guaranteed Neolin sole, 14-8 a8 Sport Oxford, guaranteed Neolin sole, yas One-Strap Pump, 14-8 inch 
inch heel, 


—" heel. Trimmed in patent, tan or anteed Neolin sole. 
wi 








EADING shoe stores are now finding these styles HESE are real shoes, and are made over our regular 
excellent sellers, as indicated by large repeat lasts, having the same fitting qualities as our ether 


orders. Here’s an example: One merchant’s orig- ai 
inal order for 4,000 pairs has brought a repeat order for shoes. Each pair is made unbacked, therefore cool 
2,000 mere pairs, while another original order for 2,200 on the feet. Your trade will want these shoes this Spring 
pairs brought a repeat order for 1,500 more pairs. and Summer. 


Prices Are Right—Wire or Write—Samples Sent on Request 


THE RILEY SHOE MFG. CO. Columbus, Ohio 














REPCO—your customers want it 






EPCO is a liquid enamel which restores the 
new appearance to sole edges and to heels. 
It’s very popular with the trade. 


Repco Heel and Edge Enamel clings firmly and 
evenly to the surface. It does not rub off. 


Repco is made in all the stylish shades—white, 
ivory, light gray, dark gray, champagne and 
Havana brown. 


For sale by Shoe Findings Jobbers. Better order 
some today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 


eames 
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Two of the Summer’s Best Sellers 


IN STOCK 


Two Straps in Black and White 
Light, Cool and Airy 








No. 768—Price 


PETERS WHITE REIGNSKIN 


Two Strap, Black Kid Straps 
and Tip, Broadway Last, 
Welt 13-8 Cuban Heel 


AA 4 to 8 A and B 3 to 8 
C and D 24% to 8 


We will’ be there 








No. ant ; 4 30 


PETERS WHITE REIGNSKIN 


Two Strap, Black Kid Straps 
5th Ave. Last, Covered Full 
Louis Heel, Single Sole 


A 4to 8 B 3 to 8 
C and D 24% to 8 


Write or Wire Us! 


THOMSON-CROOKER SHOE CO. 


18 STATION ST. BOSTON.20, MASS. 
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Cupe of shoe with many 
women. “The obyles chown 
by us this season are ap= 
proved by the highest clare 
Trade. You will forofit buy 
ordering on bheoe two num= 


No. 1005. Women’s Oxford, Black Kid, Peggy Last. Price $5.75 
No. 1006. Women’s Oxford, Brown Kid, Peggy Last. Price $6.50 bers—today. 


AA to D Widths — All Sizes 
“The “Preston “IG. Keith Dhoe Ce. 
“TBrcckton, Waro. 


A. A-, 29q “Broadway— Boston, 207 Essex Street 


SS SS SS SS >>> >>> SS SSSSSSSSSSSSSSSSSSSSSS SSS SSNS 


See YUU UEUUUUsUUEUESESSSSSSTLUTATETerenenee 


SS 

















Loose Leaf Forms 


For Boot and Shoe Manufacturers 


BUY OR RENT For 31 years we have been devising short cuts in 


business record keeping. Our new Plant eliminates 
the high cost of Big City Manufacturing. 


25 to 33 Percent Saving 
Duplicate and Triplicate Bills of Lading. Produc- 
E IO | ] tion Forms, Engineering Reports. General Forms, 
Loose Leaf Binders, Salesmen’s Order Books. 


Send us a set of your present forms with your annuai needs 
of each. Our Service Department may be able to save you 
time and money. 


BUTTON ATTACHING Philip Hano & Co., Suite 252 R29 eter, 


AN 

















METALLIC FASTENER or ee ee 





ee BOY. LSTON 


Ton aires 





STANDARD OF THE WORLD NATIONAL ce 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. SOLICITED 
41 BEDFORD STREET, BOSTON, MASS. 
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CONSTANT COMFORT 


America’s Best Comfort Shoe 


$4.10 UALITY ever has been 

the most dependable 

factor in building up a perma- 

nently profitable business, 

for the retailer as well as the 
manufacturer. 


Constant Comfort Shoes rep- 
resent, Quality always Main- 
tained. 





No. 52—Best Quality Black Kid Oxford, 
Pearl Quarter and Sock Lining, 13/8 Heel. 
i $4.10 


No. 50—Same Shoe with Plain Toe. ret 
Both In Stock, A, B, ©, D. 


No. 61—Black Kid Oxford, 9/8 rom 
Heel. Price $3. 


No. 65—Same as No. 61 with Stock i 
Price 00 
Both In gtock, C, D, B, EE. 


No. 91—Same as No. 61, Lower Grade. 
$2.65 


No, 90—Same as No. 


Both In Stock, C, D. E. 


No. 62—Black Kid Oxford, Gray Ooze 
Quarter and Sock Lining, 11/8 Cat’s Paw 
Rubber Heel. $3.40 


No. 66—Same Shoe with Stock Tip. 
Price 
Both In Stock, B, C, D, E. 
No. 15—Black Kid Common Sense Bal, 8/8 
Rubber Heel. In Stock, D, BE, EE. Price, 
$3.35 


No. 21—Same Shoe, Lower Grade _ with 

Foxing, 8/8 Rubber Heel. In Stock, E 

EE. Price 

No. 31—Best Quality Black Kid : 
8-inch Polish, 13/8 Heel. 


No. 34—Same style with Imitation Perfo- 
rated 

No, 25—Black Kid aan 12/8 Rubber 
He 


No. 23—Same shoe with Stock Tip. Both 
Stock, B, C, D, E. 











Ault-Williamson Shoe Co. 


Manufacturers 


AUBURN LOS ANGELES OFFICE, 109 E. 8TH STREET 
' BOSTON OFFICE, 139 LINCOLN STREET 
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CRETONNE BOUDOIRS sesessseoeoerereseoooess 


Chrome Leather Soles 
with Covered Wood Heel 


Five Leading Colors: 


Old Rose 
Copenhagen 
Lavender 
Gold 
Blue 


he NET 


Case Lots Only. 36 pair 
of a color in each case. 


Slipper Company 


129 Duane Street New York 


_- SMO 


‘Enchanting Footwear” 


In presenting the latest concep- 
tions of our designer of footwear, 
we show models truly exclusive. 


Combining our workmanship 
with our lasts and patterns, we 
stand ALONE in QUALITY and 
STYLE. 


In the Boot and Shoe Recorder 
we will run a series of styles for the 
scrutiny and approval of the most 
critical buyer, introducing our novel 
factors in footwear. The first. of 
this series will appear in the June 
25th edition of the Boot and Shoe 
Recorder, and the series will be 
continued as fast as the styles are 
ready to be displayed. 


CORNELL SHOE CO. 


Makers 
BROOKLYN, N. Y. 


nnn = 
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To the Merchant Who Can Buy in 
Case Lots of One Width 


Here is a shoe that you can-retail at $7.00 at a good 
profit. A limited amount now ready for delivery in 
B and C widths. Full Louis celluloid covered heel. 











Pat. leather, 1 strap Sandal, large | 
perforations, white inlay. 


| 
| 
| 
| 





See our exhibits in the Haverhill section. 
Order Early! 
Harrison-Lockwood Company 
HAVERHILL, MASS. 

BOSTON OFFICE: 141 LINCOLN STREET 


June 18, 1921 
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MAKE OLD STYLES 
NEW STYLES 





It can be done easily with our 
adjustable straps. 

The one-piece strap is fastened 
on by a button on each side. The 
two-piece is sewed in, with button 
at top. 

We have a complete assortment 
in all prevailing shades—leather, 
fabric and satin. 


The price is moderate—$2.00 
per dozen pairs. 


Laing, Harrar & Chamberlin 
43 N. Third St., Philadelphia 
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Some Facts About No. 11—The Queen of Walk-Over Factories 


Work on factory began March 4, 1920. 

Operation of Stitching Room began April 
II, 1921. 

Length of building, 400 Ft. Width, 60 Ft. 
Height, 5 stories. 

Wing 80 Ft. x 60 Ft. 5 stories high. 

Floor area, 144,000 square feet. 

Total capacity of building, 5,500 pairs of 
shoes per day. 

Lights of glass in factory, 15,000. 

Miles of electric wiring, 20. 

Lighting is entirely from overhead lights ex- 
cept in the Cutting and Stitching Depart- 
ments. 

All machinery is individually motorized. There 
is no shafting. This gives low operating 
cost and flexibility of operation. There are 
approximately 400 motors ranging from ™%4 
to 100 horsepower. 


A dust collecting system removes leather dust 


and chemical fumes and conveys them to 


a large blower on the roof, which is driven 
by a Io horse power motor. 

The building is equipped throughout with au- 
tomatic Seonaiioes furnishing protection 
from fire. Three fireproof stairways and 
as many elevators further eliminate the fire 
hazard. 

The emergency room is equipped with the 
latest factory hospital appliances. 

An airy, light, tastily decorated women’s rest 
room is on the top floor. 

A conveyor system in the Cutting Room takes 
patterns from cutter’s bench to central pat- 
tern storage room. 

The method of running the Stitching Room 
benches at right angles with the windows, 
contrary to the established practice, enables 
employees to fit more shoes per square foot, 
makes better supervision possible, and also 
permits the operation of more machines. 

The building was dedicated January 9, 1921. 





GEO. E. KEITH COMPANY 
MAKERS OF WALK-OVER SHOES FOR MEN AND WOMEN 
CAMPELLO, BROCKTON, MASsS., U. S. A. 


EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES IN THE UNITED STATES AND 
THE WORLD OVER, INCLUDING NEW YORK, LONOON AND PARIS 
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PRICES! 


No. 16 


WE ) $2.45 $2.17% 
Don't 

P romise ae Bs oH gu 

Prices wi vem 


| 
i, YE OLDE TYME COMFORT 


* Gunes. Fa Tip, 
Rubber Cc, D, 
BD and ae "2%- -9. 


No. 836 (Made to 
Order Only) $2.35. 


Plain Toe Oxford, 
Steel Arch Support, 
B and C, 3-8; D and 

B, 2%-8. No. 93 


No. 9 Same Shoe 
Blucher $3.00 


Seamless, Steel Arch 

Support, Rubber Heel, 

C, 3-9; D and E 
2%-9. 


Same Shoe Other 


rades 
Wide Ankie’ No. O21 wcoccces $3.15 
Tip, Ste re - No. 393 er to 
‘yest, CEE 8-10. Order Only) ...$2.85 


LUNN & SWEET COMPANY 


Auburn, Maine 
ALL SHOES GENUINE BLACK GLAZED KID 
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YE OLDE TYME COMFORT “a 
PRICES! 


$2. 1 0 Best for the Money No. 311 Prices 
—— or 


Two Strap Sandal, 
d 2%-8 


Cc, D and E 2%°8. 
No. 29 oF 


$2.174 


Plain Toe Oxford 
Rubber Heel, C, D. 
E and EE 2%-9. ” 


Plain Toe - lis .. 
Rubber Heel 
Polish, Stock Tip, 3-9; D — E 2%. 


No. 391 (Best os 
the Mone ey). $2.75 the Money). .$2.75 


LUNN & SWEET COMPANY 


Auburn, Maine 
ALL SHOES GENUINE BLACK GLAZED KID 
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__7->YAZionomomoonoooonooo 
alge HOTEL 
Css g 4 ABSOLUTELY FIREPROOF NO) 


BOSTON, MASS. 
400 rooms, 300 baths, $2.00 a day and up. 


WC OPPOSITE SOUTH STATION 


This hotel- has been headquarters for the 
shoe and leather trade for years. Many firms 
display their lines here at market periods. 


THE ESSEX HOTEL COMPANY 


(© 606 @ OO FFS4SSOESF SASH FCSSECHRSSSEAZSALOES 








The Boston Shoe Style Show is on July 11-14. 
Plan to stay at the Essex. Wire room reserv- 
ation now. 
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No. B215 


——_— a No. B215—Gallun’s Tan Nor- 
wegian Veal. Ball Strap. 
Brass Byelets. Four Rows 


“PUP of Stitching. London Tan 
Quarter Lining. Widths AA, 

, B, OC, D. Sizes 5-12. 
LAS I "99 “Perey eee so-75 
Rubber Heels ........ 6.85 


Three weeks delivery. 


A REAL SHOE 


INSPECTION will convince YOU 
The cardinal points are 
Style—Quality—Workmanship 
You can depend on every “certified” 
shoe you buy to render 


COMPLETE SATISFACTION 
3 Weeks Delivery. 


STONEFIELD-EVANS SHOE CO. 
ROCKFORD, ILL. 





Flexible McKay Kid 
COMFORT SHOES 


FOR RIGHT 
NOW DELIVERY 


Black Glazed Kid 
Imitation Tip 
Oxford 


Home Ease 
IN STOC 





Leather Lined 
Quarter 


No. 425 at 
$2.60 




















Black Glazed Kid 
2 Strap Sandal 


Leather Lined 
Quarter 
No. 452 at 
$2.45 
Same in One Strap 
No. 450 at 
$2.35 











Sizes 24% to 8—D Width. 
Every Pair Guaranteed 
Other Numbers in Stock Also 


~ SIZE UP TO-DAY 
BRANDAU SHOE CO. Detroit, Mich. 




























A Big Special 
IN STOCK 


Cherry Lotus Play Ox- 
ford Goodyear stitched 
with Welt. Price for all 
sizes, $.80 per pair. 
Sizes 5 to 2 assorted in 

case of 72 pair. 
Grain Leather Sandals, oak leather sole, Goodyear 
stitched with welt. Sizes 5-8—65c.; 9-1 1—75c.; 12- 
2—85c. per pair. Terms net 10 days. 

Send for samples of other styles. 


BROOKLYN SLIPPER CO. 


409 Osborn St. Brooklyn, N. Y. 











Buying in Bulk 

Grocers used to display their wares by placing them 
in bushel baskets on the sidewalk. In those days 
customers often paid for dirt when they were buying 
coffee. 

Then came the day of standardized merchandise. 
Grocers gradually learned to sell their wares in sani- 
tary packages, trademarked for definite quantity and 
quality. 

Advertisers used to buy space in publications “‘in 
bulk.’’ Like the old-time grocer’s customers, they 
frequently received as much refuse as “‘coffee.” 


The Audit Bureau of Circulations has done for advertising 
what standardized merchandise has done for the consumer. 
It has marked circulation with a stamp of accuracy. 

In the Boot and Shoe Recorder's circulation an advertiser 
buys a definite and known quantity. Its records are audited 
by the A. B. C. 
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WOMENS. GROWING GIRLS. MISSES AND CHILDRENS FOOTWEAR 


IN STOCK DEPARTMENT 


ORDER YOUR SHOES DIRECT FROM THE 
MANUFACTURER BY MAIL AND SAVE 
THE JOBBER’S PROFIT. 


LEADER FOR FALL! 


pes em neat Sizes: 214 to 8 


D Width Only 





Stock No. Price 


100 Brown Calf (Genuine Calfskin). . . $3.50 
110 Brown Kid (Genuine Vici) 
115 Black Kid (Genuine Vici) 


TERMS: 5% 10 days, 2% 30 days, F.O.B. Keene, N. H. 


FIRST COME 
FIRST SERVED 


It was not our fault that we had to disappoint hundreds of merchants who 
wanted to feature our shoes this Spring. Those who sent in orders early were 
served first. Our factory worked day and night to accommodate our customers. 
Profit by this in placing your Fall orders now. Try Keene made shoes which 
are synonymous with “Quality and Low Price.’” Samples sent upon request. 


Write for our catalogue of Growing Girls’, Misses’ and Children’s Footwear. 


RAYMOND, SWIG, MALLOY CO. 


KEENE NEW HAMPSHIRE 
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OR +a WHITE A ce 
(i N° IDI a uence 


of mann 
vn 


Rays POWDER 


| CLEANS & RECOLORS 


| sue oc ano narey LEATHER Foor 
cas 


. GRIFF meG co Ine 











. In white, black, : = 
Griffin White Kidine Hevana beown, dar : WhITE KIDINE 
For all white kid shoes. A per- gray and dark gray. } ’ THERE 1S NOTHING URE TT 
fect white cleaner that gives a softens and polishes | 
kid glove finish, leather. Contains no injurious 
Small (15c.) Size, bees Gross, acids. It is to the leather what 
$1.85 Dos. cold cream is to the s/ 


Large (25c. 33 oo, $21.60 Gross, 3 os, a Gross, 














Griffin Suede Powder 


In the pad bottom tin. Cleans 
Sedge Tae” aay “ails 
pa: se a utely " a 

efective, In mite, | chamois, The Right Shoe Dressings 
fark Y¥ ~y tor, light olfve: f Ss . 
ark and gray castor. olive 
seal and nigger brown, light, or pring 
medium and dark gray, black. oz. Size, 

$20.20 Gross, $1.85 Dos. $21.60 oon. Ba 90 Dos. 


There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 
67-69 MURRAY STREET NEW YORK, U. S. A. 


Griffin Peuerwhite 
Cleaner 
For all white shoes except kid. 
A thorough cleaner, not a white- 
wash. 
8% of f+ ~ Carton— 
$18.00 rose 31.58 Dos. 





"AMenecananentoeotennn tenant nian 

















Your Finding Case, Does It Contain 
“‘Hubtip” “No Metal Tip” 


Trade Mark, U. S. Pat. Off. 


SHOE LACES? 


If not, an Opportunity is Lost whereby 
you can gain 
SATISFIED CUSTOMERS AND REPEAT ORDERS 


“Hubtips” are made of Fine Quality 
Fast Color Braid 
Never Pull Off or Wear Tinny 


TODAY’S PRICE LIST 
were ret: $2. ay Per Gro. Strings 





SPECIAL ASSORTMENTS SUPPLIED—PACKED 72 SINGLE PAIR IN DISPLAY CARTON 
STOCK UP FOR THE COMING SEASON NOW 


FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A. 
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WHITE CANVAS NOVELT! E “ii 
,1N STOC KK 


aw ee 'O3-~-—-__ ~Q> a <a oe > musi rw?) 
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HERE ARE THE STYLES 
THAT PEOPLE WANT 
AT PRICES THEY 
WANT TO PAY 


Q._-_ > 


xz 


> 


e 
atl 





No. B-170 


o---~—-- 
: 


No. B-170—White Canvas Imit. Turn, 

1 Strap, Half LXV Heel. 2% to 8. C No. B-165—White Canvas Imit. be 
and D - .82.00 1 Strap, Baby LXV Heel. 

C and 


SS 
7 


\ 
| 


So 


S 


No. B-375—Wwhite Canvas Imitation THE SEASON’S paneer! 
Turn Oxford, Imit, Stitched Tip, Military ____ 
= 
Heel. 2% to 8. C and D $2.00 BEST STYLES No. B-175—White Canvas Imit. Turn, 
$ *S Military Heel. 2 $2.00 
THAT ARE READY . 


TO SHIP. 


A 
SO -—_._- 


-“ 


an 








<Q 


PRICED FOR 
ACTION! 


« 
os 


—, 
a 





No Samples No. B-365 
Minimum orders 
Canvas Imit. Turn, 

. B-160— Cc Imit. Turn, one dozen pairs No. B-365—white 
2 Dutt 1 Ran Halt LXV Heel. 2% Terms 2% 10 days 2 Butt. 1 Strap, Mil. Heel. 2% 900 
Cc, D $2.00 


- JIANNAHSONS SHOE CO. 


35 WINGATE ST.. HAVERHILL.MASS., 


pes, “05° a ar" — Or « 
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| USrrect Do dg e- 








MEDIUM SHADE 
TAN CALF IS 
THE REAL COLOR 











TOT reyes eres rrr Tiriiririiiiiriiriy yy 


No. X439, Tan Calf Samaroff, perfor- 
ated, 16-8 heel, full Louis. idths MR. BUYER—LOOK AT THESE 


AA-D. Price $6.00 


In Stock in Boston and Newburyport QUALITIES OF THE “CORRECT 
DODGE” 
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1. The finest leather soles. 





2. The best leather counters. 
3. Unbreakable leather shanks _ be- 


cause backed with special steel. 
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4. Silk grosgrain French corded. 


5. Stitched with the best silk thread on 
the market. 








=< > 





No. X451, Tan Calf Margaret, per- 6. Finest twill vamp linings, specially 
8 


ee AA-D. aa Louis Heels. constructed, and strong serviceable inter- 
In stock in Boston linings. 


TIT 


dLibtetet tithe t it iiilii| 





7. Genuine kid quarter linings. 


8. Superior workmanship incorporated 
with graceful lines in stylish patterns 
makes the “Correct Dodge” the best shoe 
for the money. 
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Den’'t fail to see our line of 
stock goods carried in our new 


quarters at 179 Lincoln St., 


No. X457, Tan Calf Margaret, one 
strap perforated, 13-8 Baby Louis Boston, Mass. 
Heel, idths AA-D. Price $6.25 
In stock at 215 Sheidley Building, 
Kansas City, Mo., at Boston and New- 

buryport. 


Nathan D. Dodge Shoe Co. 


Newburyport, Mass. 
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Changes in Business 


FAILURES 


Boston.—George N. Levy Shoe Co., whole- 
sale shoes, reported voluntary peti- 
tion against George N. Levy, owner. 

Lowell, Mass.—W. J. Barry Shoe Co., re- 
ported an auction sale of the assets 
estimated to amount to $100,000, con- 
sisting of shoes, leather, findings, 
equipment, etc., was scheduled for 
June 9 and 10, at Lowell, Mass. 

Fall River, Mass.—Mrs. Sarah Subrove, 
formerly shoes, reported petitioned 
into bankruptcy. 

Lynn, Mass.—Economy Shoe Co., shoe 
manvfaciurers, reported petitioned 
into bankruptcy. 

G. & S. Shoe Co., shoe manufact- 
urers, reported Hagop G. Goslanian 
operating as above, petitioned in bank- 
ruptcy. Liabilities scheduled at $782, 
no assets. 

Fitchburg, Mass.—Meyer Brooks, shoes, 
ete., reported voluntary petition in 
bankruptcy. Liabilities, $33,656.13; 
assets, $7,039.20 

Waterbury, Conn.—Arthur’ Freinberg, 
shoes, reported petitioned into bank- 
ruptcy. 

Savannah, Ga.—Cohen & Miller, shoes, re- 
ported offering to compromise at 25%. 

Dublin, Ga.—E. B. Freeman, shoes, etc., 
reported involuntary petition. 

Lansing, Mich.—Ray Bacon, shoes, re- 
ported voluntary petition. Liabilities, 
$6,642; assets, $5,500 

Detroit, Mich.—Sharri Guttman, (Mrs. 
Uden), shoes, etc., reported invol- 
untary petition. 

Jackson, Mich.—Fellows & Cuff, shoes, 
reported petitioned into bankruptcy. 
Liabilities, $16,931.66; assets, $3,925. 

Baltimore, Md.—Baltsjmore Leather and 
Rubber Co., reported S. Stanley Porter 
and Carl R. McKendrick appointed re- 
ceivers. 

Qulin, Mo.—A. L. Shade, shoes, etc., re- 
ported petitioned into bankruptcy. 
Brooklyn, N. Y.—Morris Bergenthal, (367 
Saratoga Ave.) shoes, reported meet- 

ing of creditors called. 

Winston Salem, N. C.—S. Grossmans 
(Grossmans), shoes, etc., reported 
creditors refused settlement of 25 per 
cent. Voluntary petition. 

M. & J. Ejisenberg (The Hub) 
(Eisenberg Underselling Store) shoes 
ete., reported petitioned into bank- 
ruptcy. 

Tulsa, Okla.—Wm. Reedman, shoes, etc., 
reported assignment. 








WANTED TO PURCHASE 


New York City.—George C. Godwin, 
wholesale shoes and felt slippers, re- 
ported involuntary petition. Insol- 
vency and preferences alleged and 
receivers appointed. Liabilities said 
to be $40,000; assets, $5,000. 


Akron, Ohio.—O. R. Diehl, shoes reported 
voluntary petition. Liabilities, $3,304; 
assets, $8,280 


Sayre, Okla.—J. A. Tapp, (Est.) shoes, 
reported meeting of creditors. 


Philadelphia, Pa.—M. Bernstein & Co., 
(Anna Bernstein), (612 South 6th 
Street) leather and findings, reported 
petitioned into bankruptcy. 


Sumter, S. c.—Sumter Clothing Co., shoes, 
etc., reported offering to compromise 
t 30%. 


South Milwaukee, Wis.—A. Krueger, 
shoes, etc., reported embarrassed. 


Amarillo, Texas.—David Rubin, (Rubin’s 
Toggery), shoes, etc., reported in 
difficulty. Owes aproximately $89,000; 
assets $41,000. Offers settlement on 
basis of 35 per cent. 

Winnipeg, Manitoba.—National Shoe Co., 
Ltd., shoes, reported assignment to 
Traders Trust Co. 


CHANGES 


Salem, Mass.—Imperial Shoe Co., capital 
stock has been reduced from 1,000 
shares of the par value $100,000 to 100 
shares of the par value $100. and an 
aggregate par value of $10,000 so that 
the authorized capital shall be $10,000. 

Malden, Mass.—Malden Slipper’ Co., 
organized with capital of $10,000. 
President, M. Sugarman, and treas- 
urer, R. Herman. A Boston office will 
be opened. Mr. Herman will devote 
some time to selling the New England 
and New York trade. 

Lynn, Mass.—Page Shoe Mfg. Co., filed 
certificate of incorporation, authorized 
capital $5,000. Purpose to manufacture 
shoes. The incorporators and officers 
are as follows: Allen F. Strout, Presi- 
dent, Carl L. Felsenheld, Treasurer, 
Karl A. Stritter, Clerk. 

New Britain, Conn.—Martin H. Robinson, 
shoes, etc., reported sold out to Max 
Kennedy. 


Montpelier, Idaho.—J. H. Beatty, shoes. 


etc., will discontinue branch at Soda 
Springs, Idaho. 












WANTED TO PURCHASE 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway New York City 
Phone Spring 5160-5161-5162 














Cash Buyers 


Of general lines of footwear. Will handle 
stocks of any size. Business transactions 
strictly confidential. Address C498, care 
Boot and Shoe Recorder Publishing Co., 207 
South St., Boston, Mass. 











No matter — a paler ioe trade, nevertheless, sour gupene 


in selling to the 
ou need lang SHO) 
RECORDER” all 











































We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Close outs. 

NO QUANTITY TOO LARGE 



















Send us particulars of what you 

have for sale. 

Short Term Leases Taken. 
We Pay Highest Cash Value. 


VAN PRAAG & CO. 


Bhoe Martin Posner, Manager 
459 roadway, New York, 


Telephone Canal 9597-9598 
HEEL SPEER SERED EELEUL 
















MISCELLANEOUS 








SHOE STORE 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 














WANTED TO PURCHASE 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 80 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 














The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, 
New York City, N. Y. 


WILL 1 om Sellers 
BUY Surplus Stocks \ 


Entire Stocks 


FOR 
CASH 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken 
over. Bstablished 25 years. 


I. OLENICK 


413 Broadway, New York. - Tel. 9531 Canal 











Highest Cash Prices Paid 


for entire shoe stocks. We also buy your 

surplus or slow sellers, Quantities no eb 
ject. Retail or ‘wholesale. Short tome i leases 
taken off your hands. Wire or one us. 
cease confidential. blished 


GLAUBERG & CO. 
296 Church St., New York, N. Y. 
We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 4119 














EDITORIALLY, THE 


Boot and Shoe Recorder 


is the most alert, aggressive and pro- 
pone journal in the world pub- 
hed for the shoe merchant. 








ATTENTION OF 
Shoe Manufacturers and Figen 
iene ae rootweer oad wlb aio mae Teen 


cash otvanses 
CANTOR & WOLPERT, INO. 


PB a 
653-655 Atlantic Ave, Boston, Mass. 
. Opposite South Station 
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page per issue: 


1 in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
3 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 


Payment in advance is required, 





Space i1time 7times 13times 26times 62 times $1.25. 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each 
Minimum amount accepted, seventy-five 
c For other “Want” advertisements, seven cents 
per word for each insertion. Minimum amount accepted, 
Ads_under this heading will be received up to 
Friday of week preceding publication date. 
When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 
ment for address. 
warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 


“Recorder” rates for space less than one-eighth Piinsertion. 


cents. 


noon, on 


$3.00 $2.50 
6.00 5.00 
9.00 7.60 
12.00 10.00 





except when regular advertisers, as amounts are too small to open accounts 


When advertisers desire replies for- 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





WANTED—Salesman for well known 
advertised line children’s welt and 
turn shoes. Must be familiar with gen- 
eral factory detail and able to design 
styles. Only a men well acquainted with 
large retail and department store trade 
should apply. Give references. Address 
C-599, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 








Wanted — Experienced salesman 
for lowa, Illinois and Indiana, to 
sell our line of Infants’, Children’s 
and Misses’ medium and high grade 
turns, on commission basis. Should 
be carried in connection with an- 
other non-conflicting line. Reply at 
once with references, to F. C. Ger- 
ber Shoe Company, Orwigsburg, Pa. 














ELT SHOE SALESMAN WANTED— 
A good position is offered an experi- 
enced salesman with a large following 
among jobbers and large retailers. We 
have a large line of felt and novelty 
slippers and can assure the right man 
the best opportunity of his life time. 
Commission basis. State age, qualifi- 
cations and houses worked for in the last 
few years. Acdress C-613, care Boot & 
Shoe Recorder, 207 South St., Boston, 
Mass. 





MANUFACTURERS of High Grade 

Womens Turn Comfort Shoes, wants 
Live Wire Salesman to call on Retail and 
Jobbing Houses in New England, Southern 
and Western States. Commission basis, 
no drawing account. Address C-614, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED SALESMAN (Commission) for 
Missouri and Kansas. Live line of 
high quality popular priced men’s and 
bevs’ Goodyear Welts and McKays. Ad- 
dress C, 616, 189 West Madison St., care 
Boot & Shoe Recorder, Chicago. 








Wanted Salesman to sell high 
closs ladies turn shoes in Chicago; 
Strict Commission basis. Capable 
man with thorough knowledge of 
the shoe line only and accustomed 
to trading in high class shoes need 
apply. Address C-612, care Boot & 
Shoe Recorder, 207 South St., Bos- 
ton, Mass. 














ESTERN POSITIONS open for shoe 
salesmen, attractive salaries. Write 
Business-Men’s Clearing House, Denver, 


Colorado. 





HOE SALESMEN — Experienced men 
only to cover Greater New York, New 
Jersey, and Connecticut with a line of 
women’s medium priced McKays in stock 
Commission basis. 
Address K-453, care Boot & Shoe 


in New York City. 


Recorder, 127 Duane St., New York. 





SALESMEN calling on retail shoe dealers 

to sell line of window display acces- 
sories. Liberal commission. Address 
K-454, care Boot & Shoe Recorder, 127 
Duane St., New York. 





SALESMEN who are looking for a chance 

to sell on commission the best line of 
Men’s and Boys’ Work Shoes and all 
Leather Gloves, made in the United 
States, will do well to secure their Ter- 
ritory now. Write giving references to 
Michigan Shoemakers, Rockford, Michi- 
gan. 








SALESMAN WANTED 
Experienced Salesman on high- 
grade women’s shoes to represent 
us in Kentucky, Tennessee and 
Alabama. Large established trade. 
Only high-class man _ considered. 
Give full particulars in first letter. 


THE ROBERT WISE CO. 
Cincinnati, Ohio 

















CAN YOU SELL SHOES? 


One of the old reliable shoe man- 
ufacturing concerns located in 
Brockton, Mass. is looking for a 
shoe salesman—a real he-man who 
can sell shoes. Successful appli- 
cant must convince us he is more 
than simply an order taker. A 
salesman (with emphasis on the 
“sales’’) is what we want. Must 
be an alert hustler and possess a 
forceful yet tactful personality that 
will do justice to a well advertised 
line in an established territory. 

This is an “all wool and a yard 
wide” proposition and means a 
good job for the right man. Con- 
vince us you can deliver the goods 
and the job is yours. 

Address C-615, care Boot & Shoe 
— 207 South St., Boston, 

ass. 








POSITION WANTED 





BUYER & MANAGER wants to make a 

change — now doing $300,000 — knows 
the shoe game thoroughly. Best refer- 
ences. Prefer West or Pacific Coast. 
Address C-582, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





OCCASIONALLY an employer seeks an 
all-around man, but cares not to pay 
much until conditions improve. Should 
you find yourself in this situation and 
need a clean cut American, (35) with 
wholesale, retail and road experience, 
address C-617, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 

















SALESMEN 
WANTED 


During May this Company in- 

creased its shipments to customers 

over the largest previous 

Discriminating buyers are 

asking for LUNDIN shoes— BE- 

CAUSE they sell easier, look better 
and wear longer. 


Enlarged factory equipment has 
given us a greater production, and 
we can use a few additional sales- 
men of experience and ability. If 
Interested apply promptly with 
references. 


LUND-MAULDIN 
COMPANY 
ST. LOUIS, MO. 








SALESMEN 


We want several more real sales- 
men to SELL the Howard line of 
Boys’ Celoid Chrome Soled Good- 
year and American Welts. If you 
are capable of developing real en- 
thusiasm over a big and exclusive 
selling proposition and can sell 
this short line on a _ strict com- 
mission basis, write us. Territories 
Open: 

New England Tennessee 
Florida Mississippi 
Georgia New Mexico 
South Carolina Arizona 
Kentucky Wisconsin 


R. K. L. COMPANY . 
GRAND RAPIDS, MICH. 








WANTED—Experienced buyer and man- 
ager for our upstairs and basement 
shoe departments. In answering give full 
particulars as to experience, age, refer- 
ence and salary desired. YOUNKER 
BROTHERS, Des Moines, Iowa. 








JOBBERS ATTENTION: 

A high caliber man of proven 
ability in buying, selling and 
handling salesman in seeking con- 
nection with a Jobber as assistant 
manager with priviledge of later 
becoming _ financially interested. 
Only gentiles considered. 

Address C-618, care Boot & Shoe 
Reser, 207 South St., Boston, 

ass. 


























LINE WANTED 





ESIDENT SALESMAN desires factory 
line of medium priced women’s or 
children’s, misses’ and growing girls’ shoes 
for New York and Brooklyn. Expects to 
open an office here. Address K-452, care 
Boot & Shoe Recorder, 127 Duane S8t., 
New York. 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unles s otherwise noted in advertisement.. 
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Canadian, $6.00. 
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he Boot and Shoe Re- 


Foreign, $10.00 








LINE WANTED 


FOR RENT 











LINE WANTED: : 

A young man of wide experience 
in the shoe business is desirous of 
etting connected with a manu- 
acturer of repute as salesman to 
the jobbing trade with prospects 
of a future. 

Address C-619, care Boot & Shoe 
Recorder, 207 South St., Boston, 
Mass. 








AT TERT, — CHAIN 
100% LOCATION IN RICHMOND, 
VIRGINI 


Heart of the best retail shopping 
center. Near transfer .center. 
Richmond largest city in Virginia. 
Hard to locate in. Wire GORDON 
&.. STRAUSE CO., 9182 E. MAIN 














FOR SALE 





OR SALE — Shoe finding business. 
Established route. Splendid oppor- 
tunity for hustler. Little money required. 
Address K-451, care Boot & Shoe Re- 
corder, 127 Duane St., New York. 








HELP WANTED 





ATTERN DESIGNER and MAKER 
WANTED for ladies’ and men’s fine 
shoes. Address Pattern Maker, care Boot 
& Shoe Recorder, 127 Duane St., New 
York. 





DVERTISING and SALES MANAGER 
—An excellent opportunity for the 
right man who knows Misses’ and Chil- 
dren’s Shoes. DR. A. POSNER, SHOE, 
INC., 140 West Broadway, New York City. 








YOUNG MAN, 25 to 30 years of 
age, experienced in Shoe busi- 
ness, to take turn-overs and adiust- 
ments. Must be accustomed to 
handling high-grade trade. Good 
opportunity for advancement, as 
the business is expanding rapidiv. 
Apply to MR. S. KOFSKY or MR. 
Cc. S. HALSALL, GIMBEL 
BROTHERS, Philadelphia. 

















OPPORTUNITY 





OPPORTUNITY 
For experienced shoe salesmen covering 
small closely worked territories for a long 
established shoe manufacturer. This is 
a strong general line of men’s and 
women’s shoes, paying 6% commission. 
Give full information as to _ territory 
covered, selling experience and reference 
with first letter. Address C-620. care 
Boot & Shoe Recorder. 810 Second 
National Bank Building, Cincinnati, Ohio. 








FOR LEASE 


T? T.ET—Light roomy offices and sample 

_ reoms, Prefershy to shoe men. 
MARTINE, 148 Duene St., corner West 
Broadway, New York. 





MISCELLANEOUS 








Neatest, strongest, lightest and 
most convenient fitting stool 
on the market. 


Finished Golden Oak or 
Mahogany. 
$3.50 each. 


MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo, 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders. 














+ . 
Display Fixtures 
We Make a Specialty 
of Shoe Fixtures 
Glass Fixtures 
Ask for catalog ‘‘G.F.”’ 
Period Wood Fixtures 
Ask for catalog ‘‘L’’ 

Window Valances 
A big stock for immediate delivery. 
Ask for samples. 
Window Rugs 
line. Samples of materials and 
illustrations in colors sent. 
- Decorating Plush 
Ask for samples. 


The Hecht Fixture Co. 
Medinah Bidg. Chicago 
Wells St. and Jackson Bivd. 


NEW YORK SHOW ROOM 
@-07 E. 12th. Bet. Brosdway & 4th Ave. 





A big 
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age. 
FOREIGN SUBSCRIPTION—The price to all 
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per year, including postage. 
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ADVERTISING RATES—Card of Advert 
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for Wants, for Sales, etc., see Want Page. 





OFFICES IN 

BOSTON OFFICE: 207 South Street. 
Editorial and Subscription Corres- 
pondence should be addressed to 
the Boston Office. 

BROCKTON OFFICE: 224 Moraine 8t. 
W. R Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison 8st. 
Telephone Main 1089. B. C. Bowen, Man- 
ager, 

ST. LOUIS OFFICB: 1627 Locust St. B. C. 
Bowen, Manager. 

NPW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Oommerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 
Bank Bldg. H. M. B 
phone Canal 4426. 

ROCHESTER _ OFFICE: 609 Powers Bldg. 
Rossiter LU. Seward, Western New York 
Representative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: B. C. Bowen, Man- 
ager. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth Street, 

PARIS OFFICE: 2 Rue des Italiens, 
bard, Manager. 

LONDON OFFICE: John C. Curtiss, Man- 
ager, 11 Haymarket, London, 8. W. 1, Bngland. 

AUSTRALIAN OFFICE: 430 Lit. Collins 8t., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Sals- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1128-1127. Otto 
‘Fuhrimann, Gerente. 

CUBA: Mr. H. Gomez, Corrales, 2A, Havana, 


Cuba. 
JAPANESH OFFICB: Yokohama. J. F. 
Wagen, Manager. 
eae. 


Geo.. 


810 Second National 
owen, Manager. Tele- 


L. Hub- 


SPAIN: Gerente, Leoncio de 
Librero Editor, 20 Fuencarral, 


Send all replies-to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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